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NATIONAL VOICE THE TRADE 
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FOOTWEAR 


Leading stores have learned through experience that U.S. Royal Footwear and 
U.S. Gaytees, because of their intrinsic value and up-to-the-minute styling, create profits 
and carry them far beyond the limited horizons of mere “customer convenience” items. 


Soon your U.S. Salesman will show you the new 1948-49 lines of U. S. 


Waterproof Footwear. Backed with national advertising, equipped with complete store 
resale plans, including colorful point-of-sale material, these famous brands are your 
assurance of sales at a profit. 


@ UNITED STATES RUBBER COMPANY 








The 
Traditional ¥ 
Dependability 
of 


a oo 








... rests on the 


STYLE #174—A half 


pom on rma tern solid foundation of fine quality, 
WwW Arch Preserver 


oe en nd tat thorough craftsmanship, 


length arch fitting. 


he u os peg s #424 excellence of color and rugged 
By , 
E. T. WRIGHT & CO. INC. resistance to wear. 
Rockland, Mass. 


E. BUBSCH MAN 4A SONS, ENC., PHELADELP HEA 
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LUV 
as your (3 (8g ¢ Trad. tee 


your profits grow 


wen Villy shoes for children 
, “Lh 


always campaigning for you! 









Vitality Shoes for Children will be advertised 
in the February, March and May issues of Parents’ 
Magazine—and in the March and April Good Housekeeping. 
Again this spring, more than 25,000,000 interested readers 
will see that Vitality means: ““More-for-the-money . . . 
Twice as Smart.”’ Plant this theme in your own 
promotions . . . and let Vitality Shoes for children 
make your spring profits grow faster! 





seals that sell! 





Use them—in displays, 






\< ° 
4s aovrensee OE 


in your windows, in your ads! 








Also Vitality Vitopoise Feature Shoes for Children, Priced According to Size 


Made ty himeuca’s Sargest Shoemakers 


VITALITY SHOE COMPANY, Division of International Shoe Company, ST. LOUIS 3, MO. 


Vol. CXXXIII No. 5, BOOT AND SHOE RECORDER, published semi-monthly by Chilten Company (Inc.), Chestnut and 
matter June 5, 1943, at the Post Office in Philadelphia under Act of March 3, 1879. Subscription price $3.00 per year. Printed in U.S.A 





56th Sts., Philadelphia 39. Pa. Entered as second class 
(Canadian rate $3.50 per year.) 
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. in Popularity and Profit! 


This smartly styled bal is a big favorite everywhere. It has the punch men 
like for spring, summer and fall. Distinctive in appearance . . . casual and 
correct for most all occasions. Handsomely designed with tan woven vent. 
Leather soles and rubber heels. Made from selected leathers by Holland 
master craftsmen. Retails about $10.00 with a full profit for you. Be sure 
to have a complete stock of this nationally advertised model . . . order now! 
There are many other good looking, fast selling models in Pace-Setters . . . 
young men’s shoes at young men’s prices! And Holland-Racine also offers 
dozens more quick moving, profit building models in its other lines . . . 
Doctor Shoes, Nu-Matics and McCoys. 


Get the money-making advantages, independence, stability and 
ever growing future that Holland-Racine offers. Complete style 
and price ranges that meet all competition . . . a factory policy 
that supports your business and protects your franchise. Write 


for full information. 


HOLLAND-Xacue SHOES, Inc. 
HOLLAND ¢ MICHIGAN 





A Husky, Hard-Hitting Campaign 
for Spring and Summer Sales . . . 
Featuring Fine and Profitable 
Lines of Holland-Racine Sport 
Shoes. 


NATIONAL ADS 
IN COLOR 


Large space, impressive color ads 
in the Post, Collier's, Esquire and 
other national publications. 


TIE-IN WITH 
WINDOW AND STORE 
DISPLAYS 


Timely background panels, com- 
plete window and store displays 
including posters advertising re- 
prints, special cards and price 
tickets. 


USE NEWS MATS 
AND RADIO COPY 


A new flexible mat service . . . 
interchangeable shoe cuts so you 
can advertise the models you want 
to push. Spot radio announce- 
ments. These are all free! Write 
for them. 


BRING YOUR MAILING 
LIST TO LIFE 


Folders, letters and postcards to 
keep your store name and H-R 
shoes in the minds of customers 
and prospective customers. Timed 
to the season or occasion. 
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“I'm playing the 
proven, safe course 
for post-Easter 
merchandising . . . 
there always are 
more women who 
wear white shoes 
than those who have 
a yen for colors in 


the summer!” 















This is the year to be cautious on “hot-shot” 


inventory. A millinery assortment of colors can 
be pretty in a window but costly on your books. 


White shoes average lower in cost; they’re 
dependable sellers; nothing takes their place in 
warm weather selling. 





smooth suede flexy 


G. LEVOR & CO., INC. GLOVERSVILLE, WN. ¥. 

















Tn nature they “look alike”. In precision manufacturing United eyelets “are alike” 


to the point of exact duplication. Such accuracy assures smooth flow of work at, 


the eyeleting operation, and uniform appearance in the finished shoe. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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@ The finished look that earmarks every pair of 






Walk-Over shoes is the natural result of a 74-year 
philosophy. Perfection in every detail! 


Style! Comfort! Fit! Craftsmanship! 


The fact that Walk-Over has never 
compromised this philosophy 
has made this famous brand 

a consistent source of 


profit for our dealers. 


Walk-Over prices from $13.95 


WALK-OVER SHOES 


New York Sales Rooms, Geo. E. Keith Company, 
Marbridge Building—822 and 906 Brockton 63, Mass. 
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DRESS PARADERS 


Mary Janes and Straps in Patent, Elk 
and Alligator. Infants 5-9; Children 
92-13; B, C, D widths. Retail $5-$6. 









BABY PARADERS 


High Shoes and Oxfords in Brown and White Elk. 3-6 C, D, E 
widths. Exclusive all leather seamless linings. Weld-welted for 
flexibility. Retail below $5. 


Write for a catalogue or request that our representative call to show you 
our complete line of sensibly priced high oy aan footwear. 
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Its perfection is obvious... 
frosty, full nap . . . fine, firm texture . . . deyond imitation. 


And the treatment is typical of TAYLOR . . . generous use of creamy buck, 
soft, deep-yielding red rubber sole . . . grace-notes of authentic styling. 


Demand for these choice Imported Skins will be universal. 


Style 6510 will retell at about $12.95 
f £&. TAYLOR CORP. MANUFACTURERS BOSTON, MASS. 
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Angling for Style? 


Stop fishing around for smart numbers for Spring and Summer sell- 
Tae Siac ir wah Gocslad ‘Phas Pk Vasctotr = Nontaren’ 
Nationally advertised in full color in ‘PIC’ and ‘CHARM.’ America’s 
smartest moccasin styles — for men and women. Write for catalog. 


HAMMOND MOCCASINS, INC. Established 1928 BANGOR, MAINE 


This advertisement, with appropriate consumer copy, 
will appear in full color in the April issue of ‘PIC’ 
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Angling for Style? 


Stop fishing around for smart numbers for Spring and Summer sell- 
ing. Here they are! Genuine Pine Tree Moccasins — hand-sewn! 
Nationally advertised in full color in ‘PIC’ and ‘CHARM.’ America’s 
smartest moccasin styles — for men and women. Write for catalog. 


HAMMOND MOCCASINS, INC. Established 1928 BANGOR, MAINE 


This advertisement, with appropriate consumer copy, 
will appear in full color in the April issue of ‘PIC’ 




















STYLE 6020 


To retail 
profitably 

in today's 
popular price 
field 


STYLE 2804 


STYLE 330 


ft SAH . v0 QUICK SALES AND FAST TURN-OVER 


YORKTOWN makes great shoes. Here are just three of the 37 
styles in stock. Great shoes for speedy, profitable selling — great 
shoes for customer satisfaction and repeat business. Smart styling, 
rugged New England craftsmanship, solid values — backed by 
sound merchandising aids, fast IN STOCK service . . . and 
national advertising. Buy what you need — size up regularly as 
you sell. Tie in with Yorktown. Write for further information, 
for catalog, or for salesman to call. 





YORKTOWN DIVISION * GARDINER SHOE CO., INC. * GARDINER, MAINE 














Fortunet brings you a big, Quick-Profit market 
with functional whites for 


© \ 
€\ fo" z ‘Ss 
SRY Eyeu 


A) 


im vw ba ined —— 


FATALE 





There’s a year round demand for these Fortunet whites . . . a Send for FREE newspaper mat Featuring 
Fortunet Functional Whites 


steady sales market ... to women who must have real comfort 


and insist upon smartness. Fortunet flats and platforms are the \ 


perfect answer. Send today for newspaper mat featuring Func 


tional Whites ... display them in windows, on counters. \\athiny youn unt 


Response will be quick, consistent. Active and Fatale are aces FORTUNET SHOE COMPANY 
Division General Shoe Company 


for this eager market. White leather, to retail at $795 NASHVILLE 1, TENNESSEE 
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It's easy to sell working men when you 
have a good value to offer. This large 
group of buyers expects a full dollar's 
worth of vaiue, and that is exactly what 





they get...when buying PAIR-A- 
TROOPER work shoes and boots. This 
famous line of footwear gives more for the 
money ... because PAIR-A-TROOPER 










CORK SOLE 


e Non-slip 
» Double thickness, 


yet lighter than brand offers style, quality, and wearing 
ordinary soies satisfaction not usually found in work 
» Durable 


shoes and boots. See, stock, and sell 


» Flexible 
PAIR-A-TROOPER. Order today. 


e Easy walking 






>. ED > gee « ‘al @ ( 
| . } 5 ey nd s W ih Res ct .' F ts ~ 
S% ‘ ALT’, ER y fo SEV Rate wre te i 


Open Stock — Packed 12 Pairs to Case — Sizes 6-12 


No. 700G-Sturdy WORK SHOES— 280— New style COMBAT 
waterproof, vegetable oil retanned, BOOT —weors like the famous Army 
grain cowhide uppers, one piece boot. Rugged yet flexible, light. 10” 


garrison backstay, Goodyear sewed, uppers, double buckle top, garrison 
fuli grain leather insole and midsole back, full leather midsole, heavy 
with heavy cork sole and rubber composition outer sole, nailed, 
heel. In brown or black. sewed, and strongly reinforced. In 


natural reversible leather. 


*5— New Army style, COMBAT 
SHOE — made just like the Combat Boot, 
with the same fine quality, workmanship, 
and features, but without a cuff. In natural, 


reversible leather. Ne. 7080 


GEORGIA SHOE MANUFACTURING CO. 


The Home of Good Work Shoes and Boots 
Flowery Branch, Georgia Buford, Georgia 





Boot and Shoe Recorder 











The New Rubber Footwear Season ... 1948 


SELECT THE STVLE LEADER 
FOR YOUR SOURCE... 


For Smart Selective Buying 


tHE 


New Fashion Creations 





New Lasts for Platform Shoes 


Improvements in 1947 Best Sellers 


The New Look in Colors 


A Cambridge Representative will gladly call 
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They just can’t take it! 


Genuine reptiles are usually bark- 


\ 


tanned and are quickly and perma- 
\ nently discelered by steam. 
\ 


De mot attempt te steam-solten 
thermoplastic bex tees in rep- 
tile uppers. Get year Beckwith 
agent’s recommendation in 
advance of cutting uppers. 
Depending upen which prac- 
tlee your conditions best faver, 
he can elther supply you with 
dry heaters or arrange fer your 
temporary use of canned pre- 
one solvent bex tees which 
daiteve ne selvent wet- 


ting at pulling-ever. 
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FREEMAN dealers 


lead all others in 





men’s shoe advertising! 









*See Footwear News Survey 
of local newspaper advertising 


Our sincere congratulations to promotion- 
NEW! 


The Chukamoc 


available in several luxurious leathers 
Freeman shoes—the line successful shoe 


SSS. merchants prefer to promote—are being 


presented to the leading men’s wear and 


minded Freeman dealers the country over! 





New Catalog February 20. 
Write for your copy. shoe stores in every locality. Have you 


seen the new Freeman Franchise Program? 


Write Freeman Shoe Corporation, Beloit, Wis. 


gs a FREEMAN see 
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NO OTHER 


CAN MATCH 


*Electron= 


*Trede Merk ' 












Quality-For-Quality! Performance-For-Performance! | 
Price-For-Price! Still Only $1.35 Per Yard | 


(36 Inches Wide! 





Flectron Has The Edge Because 
It’s So Densely Flocked By 


Patented Electro-static Process! 


1 | Electron looks and feels more like genuine suede leather 
Electron doesn't peel 
Electron cleans readily with ordinary cleaning fluid 








Electron is available for immediate delivery 
in all the newest colors and shades. 











GUILD PRODUCTS, INC. 194-196 LINCOLN STREET, BOSTON, MASS. 
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NU-WAY....LEADS AGAIN with 
FASHION STEP “TRIPLE EEE’ PLATFORM SHOES 


IN THE NEWEST SPRING COLORS AND STYLES 









No. 1441 


1441 Black Kid 
Widths: D, E, EEE 


Widths: D, E, EEE 
1443 Blue ~y oe 

Widths: D, E, EEE 
1444 Bolenci Suede 

Widths: D, E, EEE 


Closed Back Octend 
715 Black Patent Leather 
Widths: C, D, E, EEE 
717 a Kid 
Widths: C, D, E EEE 
719 pom ang "Russet Leather 
Widths: C, D, E, EEE 


No. 1450 


1450 Black Kid 

Widths: C, D, E, EEE 
1451 Black Patent Leother 

Widths: D, E, EEE 
1452 Blue Kid 

Widths: D, E, EEE 
1454 Balenciaga Suede 

Widths: C, D, E, EEE 
1455 Blue Suede 

Widths: C, D, E, EEE 
1456 Black Suede with Gold Piping 

Widths: C, D, E, EEE 


C and D Widths = 

E and EEE Widths $5.25 

Sizes: 4-10 (25¢ extra for sizes 9/2-10) 
Terms: Net F.O.B. N. Y. 


Prices Subject to Change Without Notice 











Platform Shoes! 














NU-FEEETures: 


¥% Reinforced Steel Shank 
% %” Leather Covered Plat- 
form 


% Cuban Heel for Walking 
Pleasure 


¥% Fashioned of Fine Materials 


% Platform Construction 

¥% Like Walking on Air 

¥%& Slenderizes the Stout Foot 
¥% Designed to Fit 


3% Made over exclusive New 


Lasts 


¥% Comfort and Style for Wide 


Feet 


Increase Your Profits and Sales 
Volume of Stylish Footwear 
in Wide Widths with These 














ORDER NOW for 
PROMPT DELIVERY 


MINIMUM ORDER 
12 Pairs of ONE WIDTH 


AMERICA’S LARGEST DISTRIBUTOR OF ARCH FOOTWEAR SINCE 1919 


1460 Black Kid 


Widths t D. E. EEE 
1461 Black Patent Leather 
EE 


Widths: D. EE 
1462 Brown Kid 

ge D, E, EEE 
1463 Blue Kid 

Widths: D, E, EEE 
1464 Red Kid 

Widths: D, E, EEE 
1465 Balenciaga Suede 


Widths: C, D, E, EEE 


1466 Black Suede 


Widths: C, D, E, EEE 


1433 Green Kid 
Widths: D, E EEE 

1434 Grey Suede 
Widths: D, E, EEE 

1435 Balencicaa Suede 
Widths: D, E, EEE 


Mats for your 








No. 1431 


Advertising and Sales 
Promotion available 


upon Request 











Philadelphio—Showroom 32 No. Fourth a> Lonker 
Miam! Beach, Ro—tt2? West Ave.—Harry Berk 


© 1948 Nu-Way Shoe Co 


Sales Offices and Show Rooms 
142 DUANE STREET, NEW YORK 13, N. Y. 


Detroit—166-24 Woodingham Dr.—Leo Choden 
Chicago—Julius Weiss—Tel.: Superior 7243 
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Oil Will Not Harm Neo-Cord* 
Non-Slip Soles and Heels 


_ Factory tests under most adverse conditions 
have proved the extra wear and added 
safety of Neo-Cord soles and heels. They're 
made of DuPont Neoprene that contains no 
rubber, resists oil, grease, extreme heat, 
acids and caustics. Gro-Cord's exclusive 
Multi-Angle-Cord construction furnishes the 


* We will gladly furnish sources necessary non-slip safety. Here's a sole that 


for this steel-toe safety shoe. . . brings the whole shift to your store whenever 


Trade Mark Reg. U. S. PAT. OFF. you sell one man. 


GRO-CORD RUBBER CO., LIMA, OHIO 
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Solid colors:White, Red 
Brown, Green, also Brown 


“a and White combination 


YO . Fa eS “i $3.00 NET 









Solid colors Brown, Red, 
White, also Brown and 
White combination 
3.00 NET 









E. Solid colors'Brown, White, Red, 


Green, also Brown and White 





combination 


$3.00 NET 















IMMEDIATE DELIVERIES FROM 
OUR “IN STOCK” DEPARPUENT 











¢ Genuine leather lacing 
® Fine mellow elkskin 


Lasted by hand 


~~ 
- 


Laced by hand 


* Narrow width® 5 to 9 
Vedium widths 3eto 9 
{lso half-sizes 


Solid colors*Brown, White, Red, 


Green, also Brown and White 


Solid @glors Brown, White 
Red, Gteen, also Brown 
and, WHite combination 


$2.50 NET 


combination. 


$3.00 NET 





B. 


Selid colors:Brown, White 
Red. Green, also Brown 


and White combination. 
$3.00 NET 






Greuda SHOE MANUFACTURING CO., HAVERHILL, MA 


“ 


-, CURTIS 





He's the young man of today, Mr. Dealer—your most important 


customer! His footwear must. take all the punishment 
he can dish out—and still look “like a million.” It must 
be tops in comfort and ease. And style? He wants 
the smartest he-man shoes he can find! 
All this spells the steadily-growing tend to CURTIS SHOES— 


coast to coast, the outstanding choice of millions. 


CURTIS SHOE COMPANY, INC., Mariboro, Mass. 


Copyright 1948, Curtis Shoe Company, The. 


‘ttle (Left) STYLE 450, Hand-Woven . 
> (Below) STYLE 1469, America’s Famous First 
in Men's Leisure Footwear 
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Here is Fiddle Shank No. 12 designed to provide greater 


THE 


stability. Notice — the toe end of the shank is as wide as the 


heel end, and the waist of the shank is only sheared slightly. 
\u iil l I’ | y These design features provide more steel where needed 
to protect shoes of medium to extreme heel heights from 
lateral strain. 
. -_ . 
Fiddle Shank Look to United for the proper shank to provide structural 
strength and improve the wear in every shoe. 
; ; - 5— 
VITA-TEMPERED STEEL SHANKS 


are tough, hard, uniform. Fit like moster models. 
Clean, ready to use. Preserve Balanced Tread. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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a tremendous jump in 1947. 
that in spite of somewhat increased 


still unable to allow our salesmen to 
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Quality lj Leather * An exclusive design protected by Patent 


No. 138,797 issued September 12th, 1944 


- THE OHIO LEATHER COMPANY. ciraro. on1o 


Rene 
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AND SUNDIAL 
INCREASES ITS 1948 
NEWSPAPER SCHEDULE, 


In addition to the color schedule, Sundial’s 
established newspaper campaign continues on 
an expanded scale, using larger-space weekly 
insertions during important selling seasons — 
appearing in 50 major newspapers blanketing 
the Sundial territory with 9,300,000 circula- 
tion. Here is advertising that puts Sundial’s 
“One Brand Name” selling advantage to work 
in the dealer's prime advertising medium — 
his local metropolitan newspaper. 


February |, 1948 


Oming events 
CAST THEIR 


SHADOW 


Here is a black and white reproduction 
of Sundial’s Easter full-color, full-page 
to appear in 4,800,000 nationally-dis- 
tributed copies of the New York News 
on Sunday. March 7. 1948. 


The beautiful color shoe reproduction and 
powerful color impact of this Sundial full- 
page series stimulates a buying surge for 
Sundial dealers with every successive in- 
sertion. The proved selling power of full- 
color and the gigantic circulation---great- 
est of any newspaper and larger than any 
magazine in the country, except one--- 
gives dealers throughout the Sundial ter- 
ritory a vital merchandising force for the 


big Easter selling season. 


SUNDIAL SHOE COMPANY 


DIVISION OF INTERNATIONAL SHOE COMPANY 


MANCHESTER NEW HAMPSHIRE 
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LIPPER-FREE 
WHERE YOUR 





a) 
5 K GY y's Comfort 
| vet a ! 


yy Goes 
Modern... 


FOR PROFIT 


The age-old appeal of 
comfortable footwear is expressed in 
the language of today as “Slipper- 
Free Where Your Foot Bends” 
invisible extra width across the ball 

of the foot . . . the widely advertised* ¢ 
feature that keeps piling up sales and 
profits for Bates Originals dealers . .. Made 
in Webster, Massachusetts since 1885. 


20 degrees cooler in- 

side! Hand-woven 

upper with protective 
mudguard. 


© 1948 . . . Bates Shoe Compony. 


BATES 




















" 5 < ebek = ee 


*Continvous National Advertising in ESQUIRE & news wee radio spot a o wide range of dealer helps ore ready to 


help you sell more shoes. 
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“THE APPEARANCE OF OUR LINE HIT A NEW HIGH 
when our factory turned to United for Finishes”’ 








The Sales Manager who asked for better finishes for his entire 
line may — or may not know 4ow the factory obtained results. 


In this case, his finishing room foreman called in a United Finish- 


ing Specialist to analyze finishing practices, to suggest and demon- 
strate the way to get the best results ...and to supply the materials 
for the job. 


United Finishing Specialists can provide you with finishing for- 


mulas and methods that will restore and enhance the original char- 
acter of the leather surface. Throughout the country, these men are 
helping manufacturers improve the appearance of their shoes. 


: For help in stepping up the “buy appeal” of your line call upon the 
FO R UPPER Ss | services of the qualified United Finishing expert in your area. 


| BOTTOMS | UNITED SHOE MACHINERY CORPORATION 
, —— BOSTON, MASSACHUSETTS ; 
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aon in V0e 
More Jarman Shoes are 
sold than any other brand 


in their price range ! 










These styles will be featured in o full page, full 


color Jarman od in the June 5 issue of The 
Soturday Evening Post. 





@ Dealers all over America are cashing in on the 


enormous consumer demand for Jarman shoes. You can cash in on this ever-increasing demand 


for Jarmans, too. Tie on to the Jarman line, and then tie in with Jarman’s dynamic national 


advertising—a force that stimulates the demand for Jarmans among style-conscious men every- 


where. This spring, Jarman has the biggest national advertising campaign in Jarman’s history— 


ten full page, full color ads in Life, The Post and Esquire. As these ads come out the demand 


for Jarmans will go up and Jarman dealers will be cashing in—and you can, too. 


JARMAN SHOE COMPANY «¢ DIVISION GENERAL SHOE CORPORATION ¢ NASHVILLE, TENNESSEE 
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they are going 
for 





they’ll go 


for QEeDoe 
QusHERS 


“Where can I buy PUFFS?” From 
Maine to California letters come pour- 
ing in demanding information about 
PUFFS. They’re style news for cus- 
tomers... profitable news for dealers. 


Now ... another famous PFEIFFER 
first, the ORIGINAL — and only— 
PEDDLE-PUSHER, a smart casual 
with profit-building youth appeal, good 
for season after season of repeat busi- 
ness. Their sales-proven styling and 
superior craftsmanship mean multiple 
sales and customer confidence. 


National advertising plus special pro- 
motions will create volume demand for 
PEDDLE-PUSHERS zs it did for 
PUFFS. Twelve pair lots avail- 
able in two widths and a full range 
of colors. 
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Peddle-Pusher 


Peddle-Pusher “Ghillie” 


““Ballerina”’ 


Here’s the PEDDLE-PUSHER. Right for style and right for quality, 
durability and color. Backed by national advertising and point-of-sale 
promotional helps. 


PEDDLE-PUSHERS are made only by PFEIFFER'S 







ly PFEIFFER 





DIVISION OF 


FRANK H. 
Worcester , 


PFEIFFER CO., INC., 
Massachusetts ee ae 
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Colonial colors are authentic... 
style setting . . . always the most 

popular colors of the season. Make 
your colorful casuals for Spring of 


mellow Colonial Elk in fancy 





colors — white, too — and watch them sell! 
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Write for samples of the Spring color line: 
#200—White #/201-Black #/202—Brick Red /201—Army Russet 


Colonial Tanning Company, Inc., Boston 11, Massachusetts 
33 


























; , 
is the leather that sells your shoes 
to men of discernment 


Strolling over an estate, tramping through the woods — 
wherever there’s walking to do, men appreciate comfort. 

Gallun’s Norwegian Calf provides true soul-satisfying 
comfort. It requires no “breaking in” — and it remains soft 
and pliable despite repeated wettings and dryings. 

But, discerning men want more than comfort — 
they admire distinctive appearance, too. Norwegian Calf, 
like all the famous Gallun vegetable tannages, satisfies both 
of these requirements. Its striking hand-boarded: grain; 
its deep, warm colors; and its glove-soft texture provide a 
richness of finish that naturally suggests “custom-built.” 

Make a hit with your discriminating customers by giving 
them both beauty and comfort in a single pair of shoes. Check 
the Gallun numbers in your orders to leading manufacturers, 
and build a following that comes back again and again. 

A. F, Gallun and Sons, Corporation, Tanners, Milwaukee, Wis. 
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A Bostonian Original! 


Fastest selling shoe of its kind 
in America... 


presold to customers with a 


stfiking ad in color 
COLLIER’S, March 27, 1948 





Clever coordinated merchandising is provided to pipe-into 
your locality this impact. A complete merchandising plan to 


hypo sales is ready now! 


. Newspaper mats 

- Radio spots 

. Direct mail pieces 

- Window display props 
. Display props 


Vnbenw- 


The Bostonian-Mansfield Promotional Story repeats 19 times in 
BS OntOntate six months! No let-down here! Over 200 million reader im- 
pressions keep the “Bostonian” name on the tips of the American 

oe soppy aggre eerie Males’ tongues. Join the swing to Bostonians—simply drop us o 


note today! 


Chapter 3 in the 1948 


Bostonian Promotional Story. 





COMMONWEALTH SHOE AND LIATHER COMPANY + WHITMAN, MASS. 
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cry 
RUBBER WILL MOT RIP 


TEAR, or PEEL 3 mK 
; BETTER IN 3 ree 


‘machina =f 1. LONGER WEARING 


he Eg 2. BETTER FITTING 
BRINGS NEW COMFORT = 


V0 ACHVE FEET 3. MORE COMFORTABLE 









Hen is the most acceptable line of canvas tennis 
and active sports shoes you've ever offered to 
American Men and Boys. Sales resistance resulting 
from torn and peeling soles has been banished; 
more and better, fitting, wear and comfort features 
brought to profitable tennis shoes selling, thanks to 
Bata’s revolutionary new method of permanently 






sors’ hee =~ sony precision-molding rubber soles to canvas uppers. 

YOUTHS’ ...Sizes 11/2 Hy 

Colors: Black, Blue, Brown, What's more you'll agree they set a new high in 
White “cleaner-looking” more attractive tennis shoes the 


(In half sizes) 


minute you see them! 










ee: Sizes 642/11 
er «seus Sizes 2142/6 
YOUTHS’ ...Sizes 11/2 
Colors: Brown, Blue, Black 
(In half sizes) 











OTS .nces Sizes 644/11 
BOYS’ .....Sizes 2}2/6 
YOUTHS’ ... Sizes 11/2 : 
Colors: Black, Blue, Brown, ' 

White ; 
(In half sizes) 


At BR! nae 
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Capitalism on Trial? 


. . . CHEPUKHA! 
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E\ ERY now and then someone mounts the platform and 
tells us that the American capitalistic system is antiquated. 
out of step with world progress, on trial. 

There is one plain answer to this kind of statement and 
the Russians have a word for it—“Chepukha.” Its defini- 
tion is everything that Al Smith used to wrap up in the 
expression, “Baloney.” 

What country has virtually all other countries knocking 
at its lunch boxes and safety deposit boxes? 

What country is expected to help feed most of Europe 
and still maintain the world’s highest standard of living 
at home? 

What country outproduced all other economic systems 
in World War II. not to mention World War I? 

What country’s monetary system is recognized through- 
out the globe as the only real yardstick of value today? 

What economic system has provided for its every-day 
citizens more automobiles, more bathtubs, more tele- 
phones, more hospitals, more schools—more proteins, 
more fats, more starches—than almost the rest of the 
world combined? 

What economic system provides freedom of speech, free- 
dom of the press, freedom of assembly, freedom from 
undue search and seizure, freedom to travel, freedom to 
vote, freedom to worship? 

Capitalism on trial? Chepukha! 

Cities Service is proud of its part ia the American 
capitalistic system, the most self-reliant the world has 
ever known, where the growth of business and of the in- 
dividual is in direct proportion to service rendered in a 
free competitive market. 


CITIES SERVICE COMPANY 


& 


— We of the Recorder feel privileged to have the opportunity 
to reproduce the above message from Cities Service Company. 
— Our only regret is that we did not put it in words first— 
for it’s just the way we feel—and we know you do, too. 


FU Tike 


PRESIDENT. 
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BASS OUTDOOR FOOTWEAR 
Bags the Biggest Gain 


That name “Bass” pulls ‘em in for you, and Bass quality 
does the rest. Sales gains with Bass Outdoor Footwear 
are steady ones — b Bass stands steadily by their 
original policy — 


“to build the best possible shoe for its purpose” 





That's why sportrmen ask for — Bass Quail Hunters . . . Bass Ski Boots 
... Bass Rangers . . . Bass Sportocasins .. . and Boss Weejuns! 


Dept. BS 33 = 
~WILTON, maine 
NEW YORK sates 
OFF) 
658 MARBRIDGE eunpece 










THE 


ESTABLISHED | Sf tL/ 


BRAN I A SELBY SHOE 
IS THE ONE 
' . , Women are smart. They buy the proved, 
IN DEMAND ! ses 


reliable name. In shoes, millions know it’s Styl-EEZ 





with the famous ‘‘Flare-Fit”’ innersole— 


—for more fashion, fit and quality than 









equal dollars can buy elsewhere. And dealers 
know that Styl-EEZ keeps customers 
coming back for more. So why take 
second-best? Feature the brand in 


demand—Styl-EEZ shoes. 





ARCH PRESERVER + ACTIVE MODERNS 
TRU-POISE + STYL-EEZ + EASY GOERS 
TOWN WALKER + PHYSICAL CULTURE 
GROUND GRIPPER + CANTILEVER 


New York Offices: 3120 EMPIRE STATE BUILDING (Arch Preserver + Styl-EEZ + Tru-Poise + Easy Goers) 
926 MARBRIDGE BUILDING (Physical Culture + Town Walker « Ground Gripper + Cantilever) 
Los Angeles Offices: 816 HAAS BUILDING (Arch Preserver + Styl-EEZ + Tru-Poise + Easy Goers) 
LANKERSHIM HOTEL (Physical Culture shoes) 
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by EUGENE J. HARDY 





Reimposition of individual export license requirements for all com— 
mercial shipments to Europe, beginning March 1, caused considerable stir in the 
shoe and leather trade. Long-distance wires running into the Commerce Depart-— 
ment hummed until the reasons for the Office of International Trade's action 
were made clear. 

Actually, there is little need for concern at the present time. The 
action means little to shoe and leather producers other than the extra paper 
work required for processing export applications. 

Officials in the Office of Internaticnal Trade told BOOT AND SHOE 
RECORDER that the action was based primarily on the immediate need for shipping 
only essential commodities to Europe so as to hasten industrial recovery. The 
new requirement will enable the government to accurately determine the exact 
quantities of materials going to individual countries. It will also give 
American officials a clearer picture of the extent of trade with Russia and the 
satellite countries behind the "iron curtain." 

Regarding hides and skins, leather, and shoes the export licensing 


























procedure wil] be merely a matter of form. There is no intention at the present 
time of returning to a system of quotas such as prevailed during the war years 
and the immediate reconversion period. 

* *+ & & 

Preliminary retail sales reports coming into the Department of 
Commerce indicate a continuation of the trends which became evident during the 
last quarter of 1947. The consumer tendency to concentrate purchases in the 
lower-priced brackets continued unabated during the first part of January, 
according to early reports. These reports show that the greatest increases in 
retail sales were registered by the low-priced chain stores and bargain base— 
ments. Government economists point out that an acceleration of this trend will 
tend to offset the anticipated decline in total pairage sales during 1948. 

Incidentally, the Commerce Department further reports that final 
figures for 1947 will probably show a 20 percent drop in retail sales. It is 
also expected that the year-end report for 1947 will record a per capita 
consumption figure of slightly less than three pairs. Not since 1955 has per 
Capita consumption dropped below three pairs. 

eS & 

J. G. Schnitzer, Chief, Textile and Leather Division, U. S. Department 
of Commerce, speaking before the New England Shoe and Leather Association in 
Boston recently, said, in part: 

"Total supplies of hides and skins available for this country during 
the present year will be approximately the same as in 1947. In order to obtain 
the required quantity, however, it will be necessary to increase the volume of 
imports as the domestic production will be lower than it was in the past year. 

"Preliminary data place the cattlehide, calf and kip skin production 
in this country during 1947 at 40 million head. This, I believe, was an all- 
time record and represents a volume which will not again be reached in the 
immediate future. 

"Farmers in the corn belt have complained that owing to higher feed 
prices, profits in fattening cattle for the market have been curtailed. This 
has resulted in a drop in the number of animals being sent to this area and 
indicates some decline in the number to be marketed. 

"During the closing months of 1947 there was a very high rate of 
Slaughter of cows and heifers, which means that producers were not planning to 
increase their herds during 1948. [TURN TO PAGE 104, PLEASE] 
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Wl FRYE’s 





irect from the maker 
to your store 





Children's Pattern No. 603 





Children’s Pattern No. 600 


Our representative will call on you, but don’t wait for 
him, place your order through the nearest office and get 
Rancher Boots to work for you. 

These fine Western Boots win instant acceptance. They're 
handsome,, authentic, and carefully made in adults’ and 
children’s sizes . . . and priced to sell! 






Grown-ups Pottern No. 804 
Several patterns, in a variety of color combinations. 

You can outfit father, mother and all the children in 

matching boots. That's family business that pays. 


Grown-ups Pattern No. 900 


Write today to the nearest office for complete information. 


JOHN A. FRYE SHOE COMPANY 


MARLBORO - MASSACHUSETTS 
Midwest Office — 209 South State Street, Chicago, Illinois Southwest Office — 717 Fidelity Bidg., Dallas, Texas 
Pacific Coast Office — 502 Haas Building, Los Angeles, California 
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Shoemakers Since 18/74 


Seen in MADEMOISELLE and GLAMOUR, February issues 
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Weld o the Weadb 


TED w. DWYER, owner of Dwyer’s 
Quality Shoes, Binghamton, N. Y., 
says: 

“In competing for business, the 
independent retailer can have an ad- 
vantage over the chain store in sev- 
eral ways. Most big shoe chains 
are, by the very nature of their 





large-scale operations, less flexible 
in their policies and less responsive 
to local conditions than the indepen- 
dent operator. I can speak from per- 
sonal experience, as I managed a 
large chain store for 15 years be- 
fore entering business for myself. 
Not all chains follow the same meth- 
ods, but I know of several which 
allow the local manager almost no 
discretion in carrying out company 
policy. The manager sends in week- 
ly size-up sheets and receives what 
shoes the office thinks he should 
have. This method probably is the 
best when over-all operation of the 
chain is considered, but it frequent- 
ly fails to meet special needs of in- 
dividual stores. 

“An independent retailer not only 
knows what he can sell in his store 
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but also is able to act quickly to 
take advantage of unforeseen cir- 
cumstances. As a result, his store 
has a better selection of merchandise 
to meet special needs than has the 
chain store. He can expand or re- 
duce the size of his stock more easily 
as changing styles and local condi- 
tions warrant. 

“Undoubtedly, the independent 
merchant carries more end sizes 
than does the chain, thus giving cus- 
comers better selection and service. 
There is danger in going too far in 
this practice. I think that indepen- 
dent stores would do well under 
present conditions to concentrate on 
a few good-selling lines and stock 
them broadly and in volume.” 





HAROLD B. GESSNER, executive 
vice-president of Oomphies, Inc., 
back from a recent trip to Los An- 
geles, says: 

“I have been making annual trips 
to the West Coast for the last six 
years and each time I am impressed 
with the tremendous growth of this 
dynamic area as a retail market. 


The merchants are particularly able 
shoe people. They are sensitive to 
new trends and eager to introduce 
and promote new styles. The local 
manufacturers, too, are definitely a 
nation-wide influence on shoe styles. 
Just look what they did for gold kid. 

“Merchants here have what I call 
a realistic, optimistic, business view- 





point. They realize that there isn’t 
going to be another 1946 or 1947. 
They are seriously analyzing their 
businesses and getting ready to pro- 
mote footwear in a highly interest- 
ing manner. 

“However, this trip also convinced 
me that the shoe industry every- 
where has not done a good job in 
exploiting the full possibilities of 
the various footwear requirements 
of women. They have failed to make 
women realize the many functions 
of footwear and the need for a shoe 
for every occasion. They should 
stress categories and purposes of 
such varied types as indoor foot- 
wear, active outdoor shoes and 
dressy casuals—just to name a few. 
Look at the varied classifications of 
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women’s clothing and their tremen- 
dous consumer acceptance. 

“Shoe retailers and manufactur- 
ers must clarify their thinking as 
to how to present this story to wo- 
men. We have all slipped into the 
easy habit of meeting consumer de- 
mand for these various categories 


and not creating that demand.” 
7 * 


JAMES S. LEGG of the Moulton- 
Bartley Company, St. Louis, Mo., 
paraphrases George Bernard Shaw’s 
statement: “The reasonable man 
adapts himself to the world; the 
unreasonable man persists in trying 
to adapt the world to himself— 
therefore, all progress depends upon 
the reasonable man”. . . with an 
apt reference to: “The UNSELL- 
ING man adapts himself to the 
world; the SELLING man persists 





in trying to adapt the world to him- 
sel/—therefore, all progress depends 
upon the selling man.” He goes on 
to say: 

“PROGRESS for the salesman—is 
his selling. We are again selling. 
Not just shoes but company, price, 
resale value and yourself. It is no 
trouble now to oversell our produc- 
tion—that condition however will 
change . . . There are a lot of NOW 
salesmen who have adapted them- 
selves to the world and are floating 
along on this tide of inflated busi- 
ness and easy selling. If he is mak- 
ing future plans on that basis, he 
is going to, one day—(not too far 
in the future)—be a very dead 
duck. The NOW salesman who is 
doing the little extra things (the big 
ones, as always take care of them- 
selves), who is not keeping just 
abreast of the goings on in the 
world, but a jump or two ahead of 
them, is the guy on whom the tag 
of progress and success will be 
hung for the remainder of his 
days.” 


. a * 


THE EXHIBITORS ADVISORY 
COUNCIL, INC. of New York ad- 
vises that 1948 will be a record one 


“4 


for trade shows and expositions. 
Their “Annual Schedule of Shows 
and Exhibits for 1948,” just issued, 
lists a total of 718 for the first eight 
months of the year, as compared 
with 468 for the same period of 
1947. The listings cover all types of 
events—trade, industrial, profession- 
al, agricultural, educational, etc. 
This is indeed proof that the in- 
stinct is to meet with fellow mer- 
chants, doctors, teachers, etc., to see 
how they approach and solve their 
various problems. 





GREY ADVERTISING AGENCY, 
INC., in their monthly bulletin Grey 
Matter, say: 

“A Pox on Prognosticators! This 
is the season for forecasts. But this 
forecasting season Grey Matter 
achieves a unique distinction—it 
makes no prophecies, unctuous or 
otherwise! 

“Someone said recently: ‘Fore- 
casting consists of making guesses 
concerning what guesses the public 
as a whole will make in the near fu- 
ture concerning the more distant fu- 
ture about which they have no evi- 
dence. And even though the public 
may guess wrong. and act accord- 


ingly, our job is to “guess” the 
wrong guesses of the public—even 
though we may ourselves make the 
right guesses. Such is the art of 


forecasting.’ ” 
. * * 


HOWARD P. ABRAHAMS, man- 
ager of the Sales Promotion Divi- 
sion of the National Retail Dry 
Goods Association, in a talk to the 
advertising and selling course of the 
New York Advertising Club, said: 

“There’s a world of difference 
between the national and retail phi- 
losophies. We both sell the con- 


sumer but the national advertiser 
sells her by remote control. The re- 
tailer sells her directly. The retailer 
deals with the public every day, 
right across the counter. There are 
no middle men. Straight you-to-me 
transactions. 


Therefore, he knows 





what the consumer wants. The aver- 
age store, knowing its customers, 
beams selling messages to bring 
home the sales tomorrow. Retailers 
are in business to serve the con- 
sumers with the best merchandise 
possible, at the best prices possible. 
Knowing the consumer and how she 
reacts, they know how to appeal to 
her.” 


STORM WARNING 





“Emma sure keeps us posted on the Boss's temper.” 
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GEORGE B. HESS 


N. Hess’ Sons, Baltimore, Md., 
President of the National Shoe Re- 


tailers’ Association. 


by 


ANNE R. DAVID 


sees PUBLIC NEED 
AS THE GUIDE TO 


NSRA‘'s New Head Considers Understanding of Public 
Interest Prime Requisite for Shoe Merchants Now That 
Normal Distributive Processes Are Being Resumed. 


“We are returning to a normal dis- 
tributive setup: we have to recog- 
nize the fact that from now on the 
public will write the ticket. Only 
through our realization that the 
party is over and that we will have 
to do a constructive job of filling 
the needs of the public can we serve 
it adequately.” 


So spoke George B. Hess, of N. 
Hess’ Sons, Baltimore, Md., recently 
elected president of the National 
Shoe Retailers’ Association. “One 
of my pet theories,” he continued, 
“is that we shoe retailers should 
study the needs of the public in 


order to be able to interpret them ~ 


correctly. Only by such study and 
interpretation can we determine the 
particular niche we fill in the eco- 
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nomic picture as a whole—and how 
best to fill it. Too often we are so 
preoccupied with volume figures 
that we overlook the broad picture 
and the part we play in it.” 

The speaker is a young man with 
a quiet manner and a thoughtful ex- 
pression. His words, spoken care- 
fully and deliberately, acquaint the 
listener at once with the fact that 
these are matters to which he has 
given much serious consideration. 
He reminds you, with his quiet, re- 
flective demeanor, of a serious stu- 
dent, and that is what he has been 
much of his life—a student of shoe 
retailing. 

George Hess comes of a well- 
known and long-established Balti- 
more family. The name Hess, iden- 
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tified with shoes, is a Baltimore in- 
stitution, dating back to 1873 when 
his grandfather, Nathan Hess, 
founded a factory making shoes for 
men. N. Hess & Brother was the 
name of the firm. Of Nathan Hess’s 
five sons, three went into the fac- 
tory; Isaac S. Hess, father of George, 
established the first retail shoe store 
about 1885 under the name N. Hess’ 
Sons. Only men’s shoes were han- 
dled at the beginning, and it wasn’t 
until the early 1900's that women’s 
and children’s shoes were added. 
This division today is under the head 
of very able Ned Hess, George’s 
brother. 

“We still make fine shoes for men 
and women,” said Mr. Hess, “in our 
custom department where they are 
made to measure.” In the men’s 
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Sources, left to right, are t 
George E. Keith Company, Net- 
tleton, and Field & Flint. These 
shoes represent the more 
elaborately designed and deco- 
rated side of the picture, while 
retaining the essential features 
of comfortable last and sturdy 

construction. | 
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They Can't PLAY GOLF warnowr | | 


|T wasn’t so long ago when the men essential to the game as two hands. early Spring will of necessity add 
who clubbed a defenseless white pel- In simple, stark business terms, it volume to his trade and money to 
let over manicured hill and dale means that the shoe retailer who his bank account—unless, needless 
were regarded with considerable stocks and promotes golf shoes in to add, his shoe store is located in 
suspicion—and contempt—by the : 
mass of the populace. Golfers (in 
the popular view) were rich men 








playing a vaguely effeminate foreign 
game. Today, of course, anybody 
so rash as to express such an opinion 
of the sport, made manly and affluent 
by Jones, Hagen, Sarazen, Little, 
Armour, Snead, Nelson, Hogan, 
Locke and the rest, would be judged 
something of a reactionary. 

Golf is still gaining adherents by 
the thousands. Relatively an expen- 
sive game—fees or club dues, equip- 
ment, golf balls, 19th hole diversion, 
wegers—the fascination of the game 
is apparently inexorable, and the 
harmless fellow who was a hunter, a 
sailor or tennis fan one week may 
turn out a golf fanatic the next. A 
growing sport means a growing 
market for equipment; and golf 
shoes, for the man or woman who 
plays more than twice a year, are as 





Left: A shoe from Jarman 
Shoe Company, division of 
General Shoe Corporation, and, 
right, a British Walker by the 
J. P. Smith Shoe Company. 
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The Shoe Retailer Who Is 
Quick to Catch on to a Good 
Thing Will Study the Trends 
and Preferences of Followers 
of the Sport in His Locality, 
Then Plan a Consistent Pro- 


gram of Golf Shoe Promotion. 


by LOREN D. KEYS, Jr. 


= Above: Three brown and white 
| versions of moccasin-style golf 
shoes. Left to right: Sportaid 
Golf Shoe by Old Colony Shoe 
Company; a genuine moccasin 
by E. E. Taylor; another by 
G. H. Bass 



















Left: A moccasin type, with 
fancily stitched vamp, by Nunn- 
Bush. The lug-soled model be- 
low, by Winthrop Shoe Com- 
pany, with ghillie-tie, also takes 
its theme from the moccasin. 










Below: At the left is a care- 
fully lasted moccasin-type o/ 
Johnston & Murphy. The other 
shoe, by Winthrop, retains the 
seamed vamp of the moccasin 
but replaces the box toe with a 
rounded one. 

















the High Sierras or the Painted Des- 
ert. It should be inspiring to remem- 
ber that there is virtually no limit 
to the number of people who may 
some day be golf shoe customers: 









all ages and both sexes are capable 






of good golf. 






In selling a golf shoe, the sales- 
man should know something of the 







problems of the golfer in relation to 





























his footwear. He should know, for 
instance, of the common occurrence 
of water-soaked shoes, spikes be- 
coming loose or wrenched from the 
sole, heel blisters and toe constric- 
tion and warped soles. These the 
golfer wishes to avoid, and sales 
sympathy and knowledge here can 
make a sale. 

The modern golf shoe is a credit 
to the shoe manufacturing industry. 
This year a remarkable assortment 
in which comfort, durability, func- 
tion and style have been ingeniously 


Right: Three different spike treat- 
ments. The shoe by Lotus, Ltd., on 
the left, features the Anglespike, 
an extra row of small spikes set 
along the inner edge of the sole. 
Center, moccasin-type blucher 
with neolite sole, made by B. A. 
Corbin & Son for A. G. Spaulding 
Company. Right, a _ British-type 
with square - moccasin designed 
vamp by Freeman Shoe Corp. 




















Above: Another 
shoe of genuine 
moccasin construe 
tion, made by Hammond Moccasins. 


Above: At the left, a genuine moccasin 
construction shoe, hand-sewn vamp, by 
Conrad Shoe Company, with lug sole by 
Goodyear Rubber Co. Notice the un- 
usual sole on the Weyenberg shoe, right; 
the “Driver” sole is by Avon Sole Co. 


and honestly combined will be avail- 
able for retail shelves. Recognized 
as the prime factor in a good golf 





shoe, sole and spike treatments have 
taken a variety of turns. Oil-treated 
and natural leather soles remain 
most prevalent, with individual firms 
featuring variations which include 
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Above: Three golf shoes employing the wide, rounded-toe last. Left to 
right, sources are E. T, Wright & Company, French, Shriner & Urner, 
and Florsheim Shoe Company. 





























Elasticized blue satin 
swim suit covered by « 
skirt in matching blue 
chiffon. Its harem design 
is typical of one of the 
important style influences 
in 1948 beach clothes. 


by E. W SUDLOW 


STYLE 
avo SPARKLE 


w 1948 BEACH CLOTHES 


Metallic Fabric, Guaranteed against Tarnishing, Gives Sparkle 
to New Ensembles. Beach Coats and Robes Fashion Musts. 
Men's Styles Designed for Smartness and Fiattery. 


Right—Two men’s outfits de. 
signed by Tony Bowers of Mi- 
ami Beach. White poplin swim * 
trunks with hand-painted pic- 

ture, a terry lined robe. The i IR 
other outfit, blue lounge jacket, P 
cut low, with new two-button 
effect. Miss Gracie Barrie of 
stage and screen admires them. 


























Left—Typical of the new beach 
coats is this sun tan linen Sodi 
coat topping a gold lastex swim 
suit. Gold sandals pick up the 
gold buttons of the coat. 















SOME of the new swim suits de- 
signed by Miami producers, and 
now being seen in the cabana clubs 
and along the beaches, will suggest 
the old rhyme, “Yes, my darling 
daughter—but don’t go near the 
water!” There is a lot of style and 
real beauty to the ensembles and an 
abundance of sparkle due to the use 
of a new metallic fabric, guaranteed 
not to corrode or tarnish in fresh or 
salt water. 

Two piece suits are worn mostly 
by the younger or more slender 
woman. The other type is sticking 
pretty closely to a one-piece model. 
It is more flattering to many people. 

Colors this year are gay. Not so 
many of the big splashy prints are 
to be seen, but there are some of 

[TURN TO PAGE 70, PLEASE] 















The 1948 LOOK in LASTS... 





AbD a new ornament, that was the recipe for change 
a few years ago, when no new lasts, no new patterns, 
no novelty colors, were permitted. Introduce a new 
color, add contrast in piping and platform covering, 
bring out some new silhouettes, these were the ways in 
which style interest returned to women’s shoes. Through 
these first post-war changes, however, one factor re- 
mained constant, the opened-up look expressed in open 
toes and backs; open backs, closed toes; closed backs, 
open toes. 

Now the style dictum is to close both backs and toes 
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More Closed Toes and Backs. Slimmer Toes. Heels Very High or Flat. 


From United 
Last Company, 
two lasts. The 
new slimmer toe 
last on 23/8 heel 
illustrated also 
in this classic 
opera pump. 


and give the vamp a slimmer look. Last manufacturers 
are following fashion’s new orders as fast and as far as 
opportunity permits. There is still, however, a shortage 
in wood and new styles still yield first place to con- 
servative, middle-of-the-road shoes representing volume 
business. 

It is an old story by now, the need for new closed toe 
lasts to give needed toe room to women who have been 
wearing open toe shoes for so many years. Besides this 
problem of comfort in closed toe shoes, shoe manufac- 
lurers are faced with a question of appearance. Women 
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From Sterling Last 
Corporation, these two 
lasts, the “Ritz” on a 
2344/8 heel and the 
6%4/8 or % flat design- § 
ed for Fall 1948. The 
Ritz last with slender — 
toe is represented also © 
in this opera pump 
from Delman. 





very much like the shoes of the early 1920's, but last 


have been able to wear shoes one-half to one whole size 
manufacturers claim that toe and tread room have not 


shorter in open toes. How can the new closed toe shoes 
be made to look equally attractive on their feet? A new been sacrificed in the change and that there will be no 


approach is being tried. New lasts are being made with exaggerated elongation and no toe-pinching. 


Heel heights are also receiving much attention from 


slimmer looking toes to give a more feminine appear- 
[TURN TO PAGE 75, PLEASE] 


ince to the foot. The effect is certainly very dainty, 


by 
ELEANOR 
M. RUTTY 


Two new lasts 
from Western 
Last Company. 
Especially new 
is the pointed 
toe, shown here 
in the last and 
in a shoe from 
Hamilton, Scheu 
& Walsh. 
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With modern machinery workmen turn out custom orthopedic Measurements are taken for a special 
shoes for victims of polio, arthritis and other malformations lasts. Special consideration is given 
of the foot. Morris Resnikoff, who has made orthopedic shoes proper leather for each pair of shoes 

for 40 years, and his sons direct the business. the customer's desire for style. 


Give COMFORT 


“SOME of our steadiest customers are dentists, doc- 
tors and policemen,” said Herbert Ross, pointing to 
row upon row of lasts, each identified by a tag with the 
name of the person for whom it was made. “They seem 
to have occupational trouble with their feet.” In addi- 
tion to the thousands of lasts which line the wall in the 
workroom of the Foot Culture Shoe Corporation, the 
basement storeroom bulges with lasts accumulated dur- 
ing 40 years of custom orthopedic shoemaking by Mor- 
ris Resnikoff, president of the firm and father of Mr. 


Pte. Ross. 
eS Located on Flatbush Avenue, in Brooklyn, N. Y., the 


= 

Working from a igraph of the customer’s ; , ; 

foot, yl Laka Ma yy by hand by Mr. There is no limit to the variety of shapes into which a foot may be 

Resnikoff for exact conformation to the con- distorted by accident or sickness. These lasts represent a few from the 
tours of the foot. many on file in the firm’s offices. 


A cork mold is taken from the last. It 
will later become an integral part of 
the shoe, perfectly conforming to the 
peculiarities of the deformed foot. 
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Skilled by years of academic and practical experience, Herbert Ross deftly Benjamin Resnikoff performs the intricate 
and precisely begins the cutting of the leather, guided by a pattern made and exacting task of pattern making. 
to suit the individual foot needs. 


to AILING FEET 


Foot Culture Corporation in Brookiyn, N. Y., Works from 
the Experience of 40 Years in Producing Orthopedic Shoes 
for the Victims of Illness and Accidents. 


Foot Culture Shoe Corporation measures, takes orders 
and fits customers in one division of its premises, and 
makes custom orthopedic shoes in the other (both opera- 
tions are visible through the front windows). Morris 
Resnikoff and his sons, Herbert and Benjamin, run the 
business, a substantial part of which comes from in- 
[TURN TO PAGE 75, PLEASE] 
Right—With high-powered sewing machines, linings 


are sewn to the leather parts of the shoe upper, and 
the upper is assembled in the usual way. 


Below—Special heels are a basic method of giving 

normal balance to certain types of foot malforma- 

tion. Note the extra height which has been given 
to the heel being attached to this shoe. 
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Below—Here the orthopedic shoe is lasted by an 
expert, much the same fundamental operation as is 
to be found in any shoe factory. 


Th 
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This white card is the Sales Detail Card. Information is punched on this 
card from the sales check. A card is for every item ‘ 
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The Lot Number Sales Summary, with a green border to distinguish it from 
the others, contains information summarized from the Sales Detail Cards 
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This card, salmon in color, is the Unit Control Detail Card. Information 
punched on this card is obtained from invoices, new orders and inventories. 


Unit Control Summary card, yellow in color, contains totals of the infor- 
mation on the salmon cards, obtained by running the latter through a 
tabulating summary machine. 
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How 


©) A Shoe firm 


WHEN, during the war, it was a 
problem to find office personnel, 
Gilbert Hahn, president of Wm. 
Hahn & Co., Washington, solved the 
problem by simply reducing the 
number of persons needed. He 
called in consultants for a business 
machine organization, explained 
that he wanted statistical informa- 
tion on the condition of his stock, 
on sales and on shoe classifications, 
and asked them to work out a sys- 
tem. 

The experts made a thorough 
study of the Hahn methods of oper- 
ation. It was discovered that not 
only would the use of machines give 
Mr. Hahn the information he had 
asked for, but in addition, the ma- 
chines would balance the daily cash 
audit, provide data from which the 
salesmen’s commissions could be 
calculated, and show up missing 
sales checks without the necessity of 
putting sales checks in numerical 
order. 

Four employees operate the two 
sorters, three punch machines and 
the combination tabulating and 
summary machine. 

“We punch a card for every sale, 
with all the information about it,” 
said Miss McCafferty, head of 
Hahn’s record room. “The informa- 
tion comes from the sales slips. You 
will notice,” she added, “that the 
information required takes up only 
half the card—or 40 columns. Since 
the punch card has 80 columns, the 
card is divided into two sections. 
After using the first section, we sim- 
ply turn the card around and use the 
second section.” 

Information transferred from the 
sales check to the card includes: 
Date of sale; type of sale—indicat- 
ing whether cash, charge, C.O.D., 
etc.; store in which sale is made; 
salesperson who made sale; depart- 


> > 
ment: women’s shoes, men’s shoes, 
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KEEPS Its RECORDS... 


Stock Control Can Be One of the Headaches of Retailing If 
It ls Not Handled Accurately and Efficiently. Here Is the Story 
of How Wm. Hahn & Co., Operators of Eight Shoe Stores, 
Have Worked Out a Dependable System of Record-Keeping. 


number of 
shoe; amount of sale; serial num- 
ber of sales check; tax, if one is im- 
posed on the sale, such as Federal 
luxury tax or local sales tax. 

Sales checks come in once each 
day, and the information is punched 
on the cards. A total is taken each 
day of the amount of sales, by steres, 
to be checked against the daily cash 
audit. 

At weekly or other intervals, as 
required, totals are taken of other 
itemized information. First the de- 
tail cards are run through the sorter 


accessories, etc.; lot 
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to be grouped in serial order. Thus, 
if during a week 100 sales have been 
made in Department 1, Store 5, 
these 100 cards will automatically 
fall into one slot. Going down the 
line for each department and each 
store, the cards are grouped in the 
desired order. They are then run 
through the tabulating-summary ma- 
chine which prints the information 
in table form and shows cross and 
foot totals. 

The totals shown on the summary 
sheet are punched on a new card, 
colored to distinguish it from the 


| 
it 


daily sales cards. Punching totals 
on summary cards in this way elimi- 
nates the necessity of running all the 
daily detail cards through the ma- 
chine at the end of a given period 
for the detailed information on the 
business transacted during that pe- 
riod. 

Mr. Hahn's chief concern has al- 
ways been with information concern- 
ing the weekly sales by lot numbers 
and stores. Therefore, a weekly 
summary sheet is run off on the tab- 
ulating-summary machine for this 

[TURN TO PAGE 70, PLEASE] 
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Study Unit Selling Costs 


THAT price inflation, and what retailers can do to con- 
trol or counteract it, constitute the most critical problems 
confronting merchants today was the consensus among 
top executives of big department stores attending the 
annual convention of the National Retail Dry Goods 
Association in New York last month. Several speakers 
expressed the belief that the chief hope of the stores in 
this connection lies in their ability to cut the costs of 
retail operation at as many points as possible. 

Shoe merchants have heard that one before, not only 
in this emergency, but periodically as far back as they 
can remember. Even under normal conditions, when 
prices and salaries are riding along on a relatively even 
keel, the tendency in any business is for operating costs 
gradually to creep up. Consider the case of a shoe sales- 
man who saves his meney until he has acquired a nest 
egg, geis a friend or relative to stake him to a little 
more, finds a friendly shoe traveler who helps him estab- 
lish a line of credit, gets some accommodation from his 
local bank and opens a shoe store. He doesn’t ask much 
in salary for himself at first; he’s willing to gamble his 
time and effort on the future. He hires a young sales- 
man who feels pretty much the same way. His initial 
costs of operation are low and he is able to show profit. 

But as time goes on he sees a lot of places where he 
could improve his business by spending a little money. 
He figures he needs an additional line of merchandise or 
two to round out his stock. His store is a little too 
small. If he had some additional fixtures he could 
brighten up his window displays and bring in more 
customers. He could use another salesman to help out 
on Saturdays and at busy times during the week. After 
six months or a year his principal assistant decides to 
get married and asks for a raise. Well, the young fellow 
has done a good job, and so he’s entitled to some recog- 
nition. All these things are defensible; in fact most of 
them are practically unavoidable. But they all cost 
money and they all add to the cost of doing business in 
that particular store. 

That story would be true in normal times, and if it is 
thus necessary to watch costs carefully when prices and 
salaries are stable, how much more is it necessary today 
when all of the items that enter into the cost picture are 
steadily advancing, and when retail prices of merchan- 


dise, shoes for example, have reached a point where cus- 
tomers are beginning to cut down on their unit pur- 
chases. 

It is easy to say operating costs must be cut, and it’s 
a smart trick if you can do it. But just how is it to be 
accomplished, especially in times like these? 

Charles B. Duncan, Sr., vice-president and general 
manager of The Hecht Company, Washington, D. C., told 
the Dry Goods Association convention that the No. J 
problem for retailers in 1948 is to lower their costs per 
transaction, and in this connecticn he declared that re- 
tailers can improve their efficiency and lower costs if 
they take a leaf from the experience book of indus- 
trialists in the increased employment of modern time- 
saving devices and equipment. This is a suggestion that 
shoe retailers may well heed and follow insofar as it 
can be applied to a retail operation of the scale of the 
average shoe store or shoe department. That modern 
business machines can prove useful and economical in a 
retail shoe business has been demonstrated beyond ques- 
tion, as for example in the experience of the Hahn 
Stores, described in one of the articles in this issue. 

But there is a question as to whether mechanical de- 
vices and equipment, important as they may be in the 
keeping of records and performance of stockkeeping 
and office operations, can be made to play enough of a 
role in shoe retailing to provide the full reduction of 
costs that is called for in the present situation. They can 
make an important contribution, but they need to be 
supplemented by a more efficient utilization of the human 
elements of the business which, after all, are the prime 
factors in any selling operation. It is precisely at this 
point that a great many shoe stores have slipped back- 
ward in the period of easy selling they have enjoyed 
these past few years. 

It’s still a far cry from the kind of service customers 
get nowadays in many retail stores, shoe stores included, 
to the courtesy and consideration they were accorded 
back in the depression era, when merchants and sales- 
people fairly outdid one another in making customers 
feel that their patronage was appreciated. And yet, that 
courteous, friendly approach as the customer enters the 
store, that little element of extra care in fitting, that 

[TURN TO PAGE 84D, PLEASE] 
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If the men who make 


women s shoes had to wear them, 


they'd insist on 


DAREX INSOLES* 


because 
women's style - shoes carry light soles; 
light soles demand a cushion underfoot; 


Darex is an excellent underfoot cushion. 


* 


Dewey and Almy Chemical Company 
Cambridge 40, 


Massach usetts 





*T.M. REG. U.S PAT OFF 
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FEMININITY KEYNOTE 


OF NEW SHOE SALON 


Left — Most striking 
features of the store’s 
decor are the spacious- 
ness of the selling 
salon and the absence 
of stock supplies. The 
latter are in an adjoin- 
ing room. The newest 
concepts in design and 
color are carried 
throughout the salon. 


Below—In the _ win- 
dow displays matching 
shoes and handbags 
are offered. A view 
into the interior of 
the store is visible 
through the windows. 


The New William Allen Store in Washington, D. C., 
Offers High Styled Shoes in a Setting Marked by 


WNUSUAL designing and well- 
planned layout make the new Wil- 
liam Allen Shoe Salon one of the 
most beautiful shoe stores in Wash- 
ington, D. C. 

With 20 years’ experience in the 
footwear field, William H. Allen and 
Allen H. Saturn, well-known Wash- 
ington shoe retailers, opened recent- 
ly the most elaborate and completely 
stocked shoe salon in a new location 
at 1203 Connecticut Avenue, N.W., 
Washington’s fashionable shopping 
district. The store is stressing ex- 
clusive brands of shoes. The new 
location is in a section where there 
are many high grade women’s gar- 


Its Elegance and Luxury. 


ment shops. For this reason high 
style shoes find a ready market for 
completion of costumes. 

The salon, which embodies the 
newest concepts in design and color, 
is the carefully planned achievement 
of Helena Markley, decorator. 

The application of exceptional 
color and the spaciousness of the 
salon are of particular interest. The 
ceiling is of Italian marble with 
chandeliers of plaster, blending 
beautifully with the ceiling and the 
walls of gunmetal. The all-over car- 
peting is gray. The comfortable 
leather chairs and settees along the 
walls are a combination of three 


tones—gray, chartreuse, and shrimp, 
with matching stools for the fitters. 
The chairs along the display coun- 
ters are of black leather where high 
quality handbags, hosiery and jew- 
elry are carried. Circular sofas of 
chartreuse are set around the cen- 
tral posts. The spacing of chairs 
strikes a note of casual but elegant 
comfort. 

Shadow-boxes in the walls, blend- 
ing with the colors of the chairs and 
settees, for displaying high quality 
shoes and bags, strategically placed, 
focus attention upon and glamorize 
the high styles carried. 

[TURN PO PAGE 70, PLEASE] 
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AS ADVERTISED IN FULL COLOR IN NATIONAL MAGAZINES 











AS ADVERTISED IN FULL COLOR IN NATIONAL MAGAZINES 


CAMPUS 
STYLES 
FOR THE 


Class of 1960" 


Hooray! . . . you don't have to wait 

12 years to graduate into shoes 

just like big sister wears. 

Sandler has copied her college-going 

styles just for you . . . and exactly! 

Sizes 12'4 to 3. Top three shoes, also 8% to 12. 


Blue shoe, also 5'2 to 8. $5.95 - $6.95 


SANDLER 


OF BOSTON 


Original designs, U. S. Pat. Off. 


(except blue shoe) 
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Manufacturers of elasticized shoes are emphatic in their 


praise of Cara, an Evans Quality Leather. Cara is quality 





¥ < 
kidskin, shrunken and hand crushed for a beautiful finish, \ Wa= 
and it takes to elasticizing perfectly. 1 
Cara comes in black, white and smart colors, and it’s 


handsome for non-elasticized shoes, lined or unlined, too. 
“ You'll join the Cara serenaders when you've worked with Cara, 


b and when you've seen how it sells shoes. 
i 





v @ara 
on Coeas Quccoltly Leathies 


JOHN R. EVANS & COMPANY 


- CAMDEN, NEW 
Est. 1857 


JERSEY 
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@ Fortune's leadership across America is verified * pues: 68. es. 


in a recent impartially-conducted survey of shoe retailers which 

shows that Fortune is first in style, first in value, first in 

advertising and first in fit among all the men's shoe brands in 

Fortune's price range. Such preeminence of the Fortune brand 

is especially advantageous to Fortune dealers now that they are 

selling in a buyers’ market. With men now shopping around 

for their shoes, the Fortune dealer is able to offer more for the 
consumer's dollar—one brand that leads all others in the ee ee 

same price range in style, value, fit and advertising. What 

a story to tell Mr. Consumer! And it pays off in extra sales 

and added profits for Fortune dealers. If you are interested in 

outstanding leadership, increased volume, easier sales . . . team 

up with Fortune. Richland-Davidson Shoe Company, Division 


of General Shoe Corporation, Nashville, Tennessee. 
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SUPERGRIP 


Activated with Hot Vapor Laden Air! 


The full effectiveness of Supergrip is obtained with the new Universal Heat 


Activator. This method of activating sole attaching cement provides a stronger 
initial bond by evaporating the solvents within the cement. It eliminates the 
need of applying solvents! 

This is another case where Supergrip will help you to achieve and maintain 


better sole attaching. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 








LOS ANGELES SHOE 
RETAILERS CAUTIOUS 
LOOKING back on 1947, Los An- 


geles shoe merchants reported that 
dollar volume was just about equal 
to 1946, with pairage off about 20 per 
cent. Looking ahead to 1948, most 
of them are reluctant to prognosti- 
cate, but there is a feeling that pair- 
age sales will drop off. Most of them 
had anticipated a slump in business 
after the Christmas rush, but the first 
two weeks of January proved to be 
busy ones. 

Virtually every store in the Los An- 
geles trading area has cleaned house, 
preparatory to selling Spring lines. 
and they have found response to clear- 
ance sales enthusiastic. On the other 
hand, retailers who have been adver- 
tising new Spring arrivals also have 
been pleased with the number of calls 
resulting from newspaper announce- 
ments. 

Extieme caution has been the watcl:- 
word with most shoe buyers here; 
buying is on a month-to-month basis. 
With this year’s January dollar vol- 
ume comparing favorably with that 
of January, 1947, and with high inter- 
est in Spring merchandise early in the 
season, many retailers have had to 
make hurried trips to market to fill 
their shelves. 

Shoe buyers and merchandise 
heads representing department stores. 
chains, and independent stores in 
every price line, agreed that earning 
this year’s shoe dollar is going to re- 
quire more hard work and ingenuity 
that it did during the 1942-to-1947 
period. Higher operating costs and 
lower profits are plaguing them. Fur- 
ther increases in shoe prices are caus- 
ing them considerable worry. 

A number of shoe store executives 
felt that they could do a better job 
in 1948 than they did last year. espe- 
cially since they now have the mer- 
chandise they could not get in the last 
four or five years. Their success de- 
pends, however, on their getting quali- 
fied shoe fitters. “I find that most of 
the pessimism in my business comes 
from the selling floor,” a department 
store merchandise man said. “Too 
many of our salesmen are leftovers 
from the war years, when selling was 
relatively easy. Now that genuine 
salesmanship is required to make 
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every sale and they are falling by the 
wayside, they customer's 
resistance to higher prices, lack of 
the right type of merchandise, or the 


blame the 


patron’s extreme selectivity instead of 
their lack of ability to do a real sell- 
ing job.” 

Retailers are displaying keen inter- 
est in promotional ideas that will 
help boost their 1948 sales. “We're 
nustling,” one buyer said. “We know 
that there are still plenty of shoe 
dollars in the hands of consumers and 
we are going to make a concerted 
attempt to get those consumers into 
our store.” 

Under the heading of “hustling” he 
listed a program that included build- 
ing up his basement business, “by 
letting our customers know that we 
have one.” He pointed out that he 
had noticed an increased interest in 
basement merchandise. “But we are 
going to upgrade and promote our 
basement department. beautify and 
advertise it. We know that our pa- 
trons are not going to make that trek 
downstairs unless we merchandise our 
lower floor as well as we do our te} 


ones.” 
¥ = * 


ST. LOUIS BUYERS SEE 
NEED FOR PROMOTIONS 


BuYERS in St. Louis indicate that 
special promotions and sales will be 
used more this year to maintain dol- 





Spectators—perennial warm weather 

favorites—were shown for the resort 

crowd by Bullock's Wilshire, Los 
Angeles, California. 


lar and unit volumes on a level with 
last year. Not only will such forced 
selling help keep the volume up, a 
number of shoe men have pointed out, 
but it will aid in keeping stocks in 
a flexible condition, with the cash and 
the space available for periodic pur- 
chases and Buyers do 
not make such a prediction because 
of pessimism over current business. 
Rather, their 
with the recognition of a return to 


promotions. 


contention originates 
prewar shopping habits of the con- 
sumer, and a belief that the success- 
ful shoe merchant will have to stimu- 
late his customer's desire for making 
a purchase from time to time. 

A preview of the effectiveness of 
forced selling was staged early in 
January by a number of shoe depart 
ments and stores in St. Louis with 
reportedly successful results. Famous- 
Barr Co., for instance, obtained a 
heavy response to its clearance of 
medium-high priced lines in the 
$12.95 to $16.95 range and a bristling 
demand for its $18.95 to $26.95 shoes. 
The former range was on sale at 
$9.85 and the latter at $12.85. Genuine 
savings credited with having 
lured many takers, and, say buyers 
here, the present day highly selective 
consumer will not show any interest 
in the sale unless there is a real sav- 


were 


ing offered. 

Scruggs, Vandervoort & Barney 
held a successful clearance of shoes 
during this period, with the $22.95 to 
$24.95 range being priced at $16.84 
and the $25.95 to $29.95 range being 
cleared at $19.84. Other shoe depart- 
ments and individually operated shoe 
stores in downtown St. 
held clearance sales in January with 
varying reports of success, though in 


Louis also 


most instances these promotions were 
said to have been more successful 
than those held during the correspond- 
ing period of a year ago. 

* + * 


NEW YORK HAS 
QUIET SEASON 


HE biggest snowstorm in its his- 
tory. followed by a variety of rainy. 
slushy Winter days, has not given 
New York an active post-Christmas 
selling Never a very busy 
period. this January has been quieter 
than usual except in men’s depart- 
ments which report good, in some in- 


season. 
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stances very good, business. No es- 
pecial explanation of this situation 
has been offered except by one store 
which sent out a floater to its cus- 
tomers, featuring men’s styles. As a 
result, business was done in rugged 
types, Scotch grains and wing tips. 
High tongue overshoes were also very 
much in demand. 

During the days of storm, women 
besieged shoe stores and departments 
asking for, first of all, black rubber 
boots with slide fasteners. Their 
second choice in these boots were 
brown, for which the demand was 
greater than the supply. After these 
two colors, red and a little white 
were asked for. Galoshes, fur-trimmed 
velveteen carriage and stadium-type 
boots were also bought. In style 
shoes, black suede has had first call. 
A little color in reptiles and calfskin 
has also been selling, especially red, 





and, in alligator, an amber tone. 

As to patterns, opera pumps and 
ankle straps are still the number one 
choice. “Anything with straps” was 
the comment of one merchant re- 
garding ankle straps. Double, as well 
as single, were selling, he said. Double 
straps may be bought first by girls 
and younger women, but the older 
ones will want them later, in his 
opinion. Other merchants report a 
demand for these strap shoes, opened 
up, on platform soles. The opera 
pump is mentioned everywhere as a 
number one choice. The low V-throat 
pump is also selling, proving most 
satisfactory when the V-cut is modi- 
fied to ensure good fit. Flats in black 
suede with closed toes and open backs 
or the all-closed low wedge pump 
are doing good business. This pump 
is being bought by women of all ages. 
One store reporting good resort busi- 
ness is selling white linen to be dyed: 
also a print shoe with matching bag 
and gloves; a white suede shoe 
trimmed with gold kid; two casual 
shoes, a raffia shoe and a thong 
sandal. 


* * * 


BALTIMORE STORES HAVE 
GOOD RESPONSE TO SALES 


THERE has been a mild flurry of 


advertising of Winter vacation foot- 
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all THE GIRLS LOVE 





HESS 





“All the Girls Love the Sultan," said 
Hess of Baltimore, offering « Turkish 
toe ankle strap model. 








wear in a limited number of Balti- 
more shoe stores, with Hess lead- 
ing in featuring this merchandise and 
Hochschild Kohn & Co. following in 
a rather muted fashion. The former 
store devoted one side of their How- 
ard Street windows to name brand 
white casuals, in two tone effects, 
wedgies, ankle strap and sling backs 
with a few gold kid sandals finishing 
the group. Supplementing this was a 
large display ad in the newspaper. 
But generally, Southern wear is still 
working its way warily to the fore- 
front in Baltimore. 

In the meantime, buyers and man- 
agers reported excellent turnover as 
a result of January sales with mer- 
chandise literally walking out of the 
stores. In fact, sales were so tre- 
mendous that by the end of the first 
week in January, inventories of Fall 
and Winter shoes were very low and 
broken sizes were general. 

Most buyers were enthusiastic over 
color promotions for Spring with 
pastels, red, “middy” blue, high 
colors, single and in combinations, 
gray, green and Balenciaga, leading 
in promotion. 

Promotion will be active in shoes 
that reflect to some extent nationally 
advertised footwear with the new look 
and new colors, according to one 
spokesman for a large department 
store here. 


Reptiles will be good for Spring, 


especially in high colors with bag’ 


combinations. Platform soles and 
wedge heels as well as ankle straps 
are expected to carry over into Spring. 
The closed look will be important, 
with open shank. “They will be 
built with a closed look but a light 
feeling,” according to one buyer. 


CLEARANCES SPUR 
CHICAGO BUSINESS 


THE retail shoe business in Chicago 
received a “shot in the arm” during 
January by means of the many clear- 
ances which were practically univer- 
sal in all downtown stores. While the 
selling of footwear at reduced prices, 
of course, did not improve the profit 
picture, nevertheless it cleared away 
broken lines and many buyers re- 
ported that many a customer who 
bought clearance merchandise also 
bought new goods. So the retailer has 
been satisfied with the general results 
of this repetition of prewar pro- 
cedure. 

That the “new look” is in the fore- 
front of most shoe men’s thinking is 
to be seen in the fact that new de- 
signs are being stressed in all fashion 
advertising. Marshall Field’s herald 
the “thin look” in shoes as the 
proper balance for the longer, fuller 
skirts. Exemplifying this are shoes 
with slimmer, longer vamps, a single 
sole, and where sandal types are em- 
phasized, with narrow ankle straps. 
This kind of shoe, they believe, is a 
“must” to create the right proportion 
for the shorter length of leg which 
is now visible. The fussy styling of 
intricate cut-outs, inter-strappings, and 
elaborate decoration are things of the 
past, this store believes. Even for 
those customers who may still want 








platforms, the shoe is simple, the sole 
modified and the decoration discreet. 

The same basic theory is applied to 
flats as well, which still continue to 
be excellent sellers. Slingbacks are 
still shown in these but the toes are 
usually closed. Demand for suede 
continues unabated and gives every 
indication of continuing to be an all- 
year-round choice. 

Color is already being promoted. 
O’Connor & Goldberg emphasize gray 
suede with matching accessories. And 
elegant bronze calf is one of their 
newest and smartest attractions. 
Field’s Salon is already stocked with 
something like fourteen individual col- 
ors as well as quite a number of shoes 
in multicolors on low-wedge heels. 
These are more frequently of kid than 
of suede. In the so-called staple 
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Frit Sanew Shoes 


recognized by the entire shee industry 
as the finest-fitting, finest-made, 


women’s light-weight welt shoes. 





THE JULIAN & KOKENGE COMPANY—COLUMBUS 
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bright colors, green is presently out- 
selling red and they anticipate a very 
important green Spring. Interest in 
navy also is beginning to manifest 
itself, although but few stores have 
any large variety of this color on hand 
as yet. 

The opera pump and the ankle 
strap are the types in which fashion- 
conscious shoe men seem to have the 
greatest faith. Heels will vary from 
medium to 24/8, they say, in the 
dressier types, while flats will con- 
tinue strong throughout the Spring 
and Summer season. There are, of 
course, many variations of the opera 
pump, some perfectly plain and 
classic, others with tiny pipings of 
gold or color to trim them. The high- 


placed ankle strap is currently among 
the best sellers in the dressier foot- 


wear. 
* > * 


LEVEL OF BUSINESS 
OFF IN DETROIT 


G ENERAL level of business in De- 
troit shoe stores has been continu- 
ously off from anticipations for sev- 
eral months, but an encouraging fac- 
tor is that dollar sales appear to be 
closer to the corresponding month a 
year back than for sometime. Pairage 
sales, unfortunately. have not kept 
up with this more hopeful trend in 
dollar terms. 

The result has been a slow market 
at both the retail and wholesale levels. 
Shoe inventories are fairly normal in 
most stores, although there is some 
uneasiness over stocking sizable sup- 
plies in any but staple lines because 
of prevailing uncertainty. Seasonal 
buying is being delayed, with a hope 
of anticipating a wholesale price boost 
as a major motive for what volume of 
sales there is beyond the hand-to- 
mouth policy. 

Price levels remain a source of 
worry to local retailers from several 
angles. The increasing consumer re- 
sistance to prices is reaching a pos- 
sibly frightening intensity, offset 
somewhat by a reluctant acceptance 
that tears down much good will. Cus- 
tomers are typically looking for lower 
price lines than the ones they formerly 
bought—and buying habits are be- 
coming chaotic as a result. 
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Style trends are not marked, but 
indicate a basic continuing trend to- 
ward more casual shoes; this applies 
to men’s lines especially, where style- 
consciousness is reported markedly 
up, after the long period when any 
thing that fitted and looked reason- 
ably well was necessarily accepted. 

Unusual trend among the younger 
generation is indicated in a report 
from Kern’s that the red and white 
combination is leading in saddle ox- 
fords, even over brown and white 
Another important junior trend here 
is toward assorted side openings. 

The early date of Easter has re- 
tailers puzzled as to its effect, be- 
cause of the intense Winter weather 
experienced during the past month. 
upsetting usual buying habits. - 

* * # 


NEW HAVEN REPORTS SLOW 
REACTION TO SALES 


A rash of post-holiday sales on wo- 
men’s shoes broke out in New Haven, 
with nearly all of the stores offering 
drastic price slashes of from 20 to 50 
per cent. Men’s shoe store proprie- 
iors, feeling themselves in better po- 
sition than their fellows who sell to 
women, declined to try to induce cus- 
temer interest this January with any 
markdowns on present stocks. 
Almost every buyer of women’s 
shoes agreed it was hoped that sales 
would pare down swollen inventories, 
purchased by over-estimating 1947 
unit sales. The lower priced shoe 
stores ran sales with markdowns up 





LACE SETONNS CLPSRTY B0TES Oe 
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Five types in black calfskin were 

shown in this ad as a mid-Winter fea- 

ture by R. H. Fyfe & Company, 
Detroit, Michigan. 


to 40 per cent, while the higher priced 
stores stayed at between 20 and 25 
per cent. Despite the attractiveness 
of some of the offers, customers did 
not swarm into shops, and many 
found results disappointing. Dollar 
volume was reported about even with 
1947, but most stores did not get the 
hoped-for upswing of a_ successful 
sale, and are now confronted with 
extending sales if they hope to make 
room for Spring models already start- 
ing to arrive. 

Buying was reported as very cau- 
tious on the part of the customer, 
with considerable shopping before 
selection was made. Demand was for 
platforms, in black with suedes the 
top choice. Several of the 
feeling that these shoes would hold 
their own, refused to put them on 
sale with their other offerings, unless 
they were of broken lots, in odd 
sizes. 


stores, 


Men’s shoes continued to sell much 
as in the past few months—brogues. 
cordovans and moccasin-type shoes in 
mahogany stains and dark browns 
leading. Dollar volume for the first 
part of January was close to that of 
1947, and retailers, although not 
pleased with the volume of business, 
were not too disturbed. With all re- 





tailers feeling that the Spring would 
see another hike in the price of men’s 
shoes, none felt inclined at this time 


to deplete inventories by running 
sales, even though most stores report 
their inventories to be very high. 
* = * 
NEBRASKA STORES 
CLEAN HOUSE 


WHILE dollar volume on women’s 
shoes set a record high for most stores 
in Omaha and Lincoln, and 1947 
unit sales were ahead of 1946 in a 
majority of shoe stores and depart- 
ments, buyers were placing more em- 
phasis on January clearance sales 
than a year ago. With prices on 
Spring merchandise expected to hold 
about even with prices in the last 
quarter of 1947, buyers were reduc- 
ing inventories as much as possible 
to make way for new Spring stocks. 

[TURN TO PAGE 78, PLEASE | 
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Patent Charmer. 
Every smart young lady 
yearns for a pair of these 
shiny, ankle-strap black 


patents. Widths A to D 
4 ( 


—sizes 6 to 3. 


a 
aoe 


Watch your shoe sales ride high 
and wide when you feature smart, 
sturdy Rough Riders. Exciting styles 
all youngsters go for—plus durable 
quality that parents like. Rough 
Riders build repeat sales for you with 
patterns and lasts that really fit 
sturdy leather insoles and outsoles 
complete line of Goodyear welts and 
Compos for infants, children and 
misses. Rough Rider is nationally 
advertised in your customers’ favorite 
magazines. For full information and 
free catalog, write to Rough Rider 
Division, Cannon Shoe Company, 


Baltimore 17, Maryland. 


Red and White 
Saddle Oxford. 
Style-hep youngsters really 
go for these “‘must-haves.”’ 
Widths A to D—sizes 6 to 3. 


Smart and Sturdy Shoes for Boys and Girls 


ROUGH RIDERS @ 


CANNON SHOE COMPANY, BALTIMORE 17, MARYLAND 
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RECORD SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mattapacturiing nd Mertels 


New York 


SUNSPOTS and the weather were perhaps preeminent 
among conversational gambits of shoe men here in January, 
a month of extraordinary snowstorms and frigid tempera- 
tures and pretty normal operation in the shoe industry. 
Buying at the Guild show early last month was described 
as moderate, but there was no one who was unaware of an 
increasing reflection in the retailer of consumer price 
resistance. Informed sources in the women’s shoe segment 
of the industry assert that readjustments to lower demand 
are being made more or less painlessly, except among the 
marginal producers, known, at times, as “the fringe.” The 
fringe, reports indicate, is having a very rough time of it. 
Occasionally, one or another manufacturer has announced 
(privately) very good response to Spring lines: certain 
territories and certain brands are able, it seems, to con- 
tinue a high level of business. 

Manufacturers of slippers, and play shoes which are 
unbranded have now either closed their factories or turned 
to other types, but branded lines remain in production, 
although some on limited schedules. 

A well informed wholesaler, down Duane Street way, 
estimates that business is currently off 15 to 20 per cent; 
yet he predicts a good level of activity during the ‘first six 
months of the year. The January slump was accounted for, 
in part, by the unseemly snow and ice conditions. 

Elections in the three New York associations, the Na- 
tional Slipper and Play Shoe Manufacturers, New York 
Shoe Board of Trade and New York Shoe Wholesalers’ 
Association, are now in the making and will take place 
shortly. A little intramural politics may liven up the lecal 


scene a bit. 
Chicago 


THERE was a flash of optimism among Chicago shoe men, 
recently, when the cost of calfskin dropped 5¢ a foot. 
Many entertained the hope that this was the beginning of a 
downward trend in leather and shoe prices. But no fur- 
ther drop has occurred and this slight difference in calfskin 
is hardly sufficient to have much effect on shoe costs. 
Retailers are still very much concerned over customer 
resistance to prices. Business since the holidays has been 
very spotty. Clearance sales in almost all stores lent con- 
siderable activity and, of course, helped in clearing out 
oddments in stock. However, December figures were not 
too discouraging when compared with those of a year ago. 
Units fell off much more sharply in men’s shoes than in 
women’s. Several specialty houses reported their men’s 
units off as much as 15 per cent, while, in some instances, 
units in women’s footwear went ahead from 1 to 10 per cent. 
However, in most instances retailers were content if their 
present figures even approached last year’s. Dollar volume, 
of course, was up considerably (from 22 to 30 per cent), 
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but that has been small solace for the business man. A 
letter which Marshall Field & Co. sent its customers over 
the signature of its president, Hughston McBain, points 
out the anomalies of doing business in 1947. It reads in 
part: “We are attacking the problems of rising prices with 
all the vigor and experience we possess. . . . Our stores 
have served more people and supplied them with more 
merchandise than ever before. Yet during 1947 the gross 
profit on our merchandise was lower than the average for 
any of the preceding 13 years.” Since this was also the 
experience of many another retailer throughout the country, 
the merchant feels convinced that prices should come down. 

When questioned, retail shoe men answer that Spring 
lines will probably go up in price. Estimates of increases 
vary from 3 to 10 per cent. That these increases will add 
further to the difficulties of doing business is doubtless 
true, they say, and that is why every store is proceeding 
cautiously in its buying. The big houses here are giving 
six weeks’ delivery which they feel is a normal and a healthy 
sign, that they are cutting as they receive orders and are 
keeping their factories busy. 


St. Louis 


ALTHOUGH wholesale prices are not static, producers 
here are expected by those close to the industry to continue 
selling their Spring lines without changing prices in effect 
at the first of the year. The slight downward movement in 
the price of calfskins, kips and sole leather during early 
January will not bring about a corresponding reduction 
in wholesale prices, industry spokesmen point out, because 
producers here have not figured their prices on the basis 
of the top prices of leathers. Instead, they emphasize, many 
manufacturers have absorbed a portion of the costs and 
have held their prices below the level the top price of 
leathers would justify. 

Some producers plan, however, to introduce more intri- 
cate patterns into their lines to give them more variety, and 
in such instances the wholesale prices of these patterns 
can be expected to be higher than those of the less compli- 
cated patterns. They represent additions to the lines, how- 
ever, and not price increases for the patterns previously in 
the lines. 

Most manufacturers here operate on a low unit profit 
with volume production keeping them on the black side 
of the ledger. Because of this fact, which necessitates the 
continuance of a high demand, producers are expected to 
hold the line on prices as long as possible, with the hope 
of lowering them at the first opportunity. 


Boston 


IN addition to troubles caused by higher costs all along 
the line, New England shoe manufacturers during much 
[TURN TO PAGE 84D, PLEASE] 
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The OZITE name is featured in consumer magazines 
having a combined circulation of over 24,000,000. 
Good Housekeeping, Ladies’ Home Journal, McCall's, 


and many other publications keep the name OZITE 
in the mind of the buying public. 


E PLATFORM FELT 


Sell faster! 





Familiar “Jrademark... 


You can capitalize on this consumer acceptance by 
stressing the use of OZITE in the shoes you sell. Men 
and women alike are familiar with the OZITE trade- 
mark. When the shoes you sell are made with OZITE 
platform felt you have an EXTRA selling point. 
Your customers know that OZITE means top quality. 


IT PAYS to sell shoes made with 


OZITE PLATFORM FELT 


For further information write for 


Bulletin No. 900. 
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AMERICAN HAIR & FELT COMPANY 
Dept. F 82 Merchandise Mart 


Chicago 54, Illinois 



























































information. It is then transferred 
from the sheet to a Lot Number Book. 
In using the information shown on the 
summary sheets, the work is done 
quickly and accurately. The lot number 
sheets cover a period of a year, by 
weeks. The information transferred to 
them shows sales, orders and inven- 
tories by store. 

The big headache in the system is 
that caused by the personal element— 
if the salesperson makes his check out 
wrong there is no way for the machine 
to correct it. The worst feature of this 
is that an incorrect lot number (the 
mistake made most often) defeats the 
purpose of the whole system. Several 
devices have been worked out to induce 
the salesforce to be as accurate as pos- 
sible when making out sales checks. 
The salesperson is required to write the 
lot number and sales department on 
the shank of the shoe. The checker or 
wrapper at the desk then checks the 
lot number on the sales slip against 
those on the box and the shank of the 
shoe. If the salesman has made a 
mistake in the lot number, 10¢ is de- 
ducted from his earnings and paid to 





How a Shoe Firm Keeps Its Records 


[CONTINUED FROM PAGE 55] 


the person who has caught the error. 
To this 10¢ Mr. Hahn adds another 
10¢ to bring the premium on every 
error caught to 20¢. 

When an incorrect lot number gets 
through, it is often caught by one of 
the workers in the record room. If they 
do not catch it and the incorrect num- 
ber is punched on a card, the mistake 
will show up on the summary sheet, 
since there will be no lot number group 
to which it belongs and it will show as 
a single pair of shoes for that lot 
number. As it is impossible to have 
only one pair of shoes in a lot, it is 
immediately apparent that a mistake 
has been made on the lot number. 
Whether the mistake is caught before 
or after the card has been punched, the 
number is noted and sent to the buyer 
for adjustment. 

In the case of a complicated system 
of sales commissions involving quotas 
and varying percentages, the card sys- 
tem saves calculating time. Instead of 
sorting sales slips, the cards are sorted 
for salesperson and department of sale. 
By putting the sorted cards through 
the tabulating-summary machine and 






getting the total amount of sales for 
each clerk, by department, it is possible 
to establish immediately whether or 
not the clerk has filled his quota. More- 
over, the breakdown by department 
greatly simplifies the process of com- 
puting commissions in the case that 
percentages vary from department to 
department. 

The system has been of great help 
in determining inventory. Not only is 
it possible to keep a reliable running 
inventory, but when actual inventory is 
taken twice a year, the figures shown 
on the summary sheets are used as a 
control. 

In his capacity as president of Wil- 
liam Hahn & Company, Mr. Gilbert (as 
he is referred to by his staff) charac- 
terizes himself as “the man who catches 
the devil if anything goes wrong.’ 
Actually his alertness to modern de- 
velopments and speed to install them 
when they will be of value in the busi- 
ness, prevents things from going wrong. 

“Don’t think it was all smooth sail- 
ing,” cautioned Mr. Hahn. “We went 
through a process of altering and im- 
proving before we came up with the 
system as it is today.” 











Style and Sparkle 
In Beach Clothes 


[CONTINUED FROM PAGE 49] 


the more conservative patterns. More 
stripes and a number of polka dot 
fabrics are being used. 

Coats and robes, mostly hip-length, 
are a “must” this season and, by don- 
ning a stunning beach coat over a play 
or swim suit, the wearer is ready for 
an afternoon game of bridge or talk 
fest in the cabana or club. Some of 
these coats are so elaborate as to per- 
mit doing double duty for evening 
wear. 

There is substantial play being given 
to unusual period or country trends. 
For example, the Chinese mandarin 
coat is frequently seen, as is the new 
harem idea. This is being followed, to 
a degree, in shoes with turned-up toes. 
Severely simple is the Puritan jacket, 
with its wide collar. It would be rather 
difficult, however, to imagine a Puritan 
maiden arrayed in the very brief swim 
or play suit that is worn beneath the 
jacket! 

There is definitely a new look for 
men to be seen along the beaches. Tony 
Bowers of Miami Beach, and his de- 
signer, Jerry Small, have introduced a 
number of startling new and different 
ideas in swim and play clothes, as well 
as in other apparel. 
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Coiors, for example, are extremely 
gay. Shorts are longer. Cardigans have 
two buttons instead of three. 

Generally, the designers have made 
a special effort to create styles smart 
enough to hide hairy chests or too thin 
physiques. Hence the scarf to be worn 
beneath the open collar of the sports 
shirt. 

Altogether, beach wear fashions by 
Miami designers have a definitely new 
postwar look. 


Femininity Keynote 
Of New Shoe Salon 


[CONTINUED FROM PAGE 58] 


The salon-type interior conceals the 
stock which is kept in an adjoining 
room; the only shoes in sight are dis- 
played in the front windows and in 
the shadow-boxes. 

A luxurious feminine atmosphere is 
accented throughout the salon. 

The exterior has a glass front with 
two very wide, full-length windows on 
each side of the entrance, to give the 
new modern “visual front” whereby 
the passing public gets an idea of the 
quality of merchandise and a complete 
view of the attractiveness of the 
interior. 

The entire store takes up a floor area 
of 42 x 90 feet and the selling space 
occupies 42 x 60 feet of this total. Ap- 














proximately 50 customers can be han 
dled at one time without giving the 
impression that the room is crowded. 
Ten fitters are employed. 

Mr. Ross and Mr. Saturn started in 
the footwear business originally with 
Saks Fifth Avenue, afterwards open- 
ing the Ross-Saturn Shoe Store at 1323 
Connecticut Avenue, N. W. In Novem- 
ber, 1945, an additional William Allen 
Shoe Store was opened at 1215 Con- 
necticut Avenue, featuring exclusive 
shoes. 

At the present time, there are two 
units of the Ross-Saturn store—one 
located at 1323 Connecticut Avenue; 
the other at 1429 F Street, N. W., in 
the heart of the downtown Washington 
shopping district, in addition to the 
latest William Allen Shoe Salon at the 
new Connecticut Avenue location. 


Thomasetti Quashes Rumor 


SepaLia, Mo.—A rumor to the ef- 
fect that the factories of Thomasetti’s 
Shoes, Inc., here, were being offered 
for sale has been declared completely 
without basis in fact by G. W. Thoma- 
setti, president of the firm. 

Mr. Thomasetti said production is at 
a high level in the Sedalia plant and 
increasing in the Cole Camp plant, and 
that business is good. He noted that 
gabardine shoes comprised some 35 per 
cent of production at the present time. 
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Pacing the field as usual, Rajah leads the way 
in comfort, durability, smartness ... and qual- 
it 


Ribber Soles are featured on the finest leisure 





! Rajah Solaire, Rajah Crepe, and Rajah 





footwear. Show your customers the name 


Rajah ...let them know they're buying the best! 


AS ADVERTISED 


in CAGUUTLE 
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--- BUT CELASTIC REMAINS UNAFFECTED! 


You’re looking at an actual photograph of a shoe 

during its fifth hour of total immersion in water. The 

toe built with Celastic is notably unaffected by this severe 
test .. . further evidence of the support and durability 
which Celastic gives the toe of the shoe during wear. 


Celastic means lasting toe style and toe comfort. 


MATCHED PAIRS... trim on the foot — true to the last. 


BOX TOES 


Uniteo Shoe Machinery Corporation - BOSTON, MASSACHUSETTS 





rade Spokesmen See Good Year Ahea 


Merchants Can Do Much to Help Avoid Letdown, 
Middle Atlantic Shoe Retailers Are Told at Phila- 
delphia Meeting—John D. Dunn Is New President 


MEMBERS of the Middle Atlantic 
Snoe Retailers Association who braved 
cold weather and slippery snow-cov- 
ered highways to attend the conven- 
tion of the Middle Atlantic Shoe Re- 
tailers Association at the Benjamin 
Franklin Hotel in Philadelphia. Jan- 
uary 25-27, f stimu- 
lating and generally optimistic sum- 
maries of the 1948 business outlook 
by a number of leading spokesmen 
for retail business and the shoe and 
leather industries. 

The mart which invariably 
forms an important part of Middle 
Atlantic meetings opened Sunday and 
the storm of 


heard a series of 


shoe 


sleet and snow that 
swept up the coast on Saturday re- 
sulted in a first-day attendance some- 
what smaller than last year. Many 
retailers arrived on Monday. how- 
ever. and the Crystal ballroom was 
filled for the business luncheon that 
fermally 
Mi nday. 

Paul S. Lippincott, Jr.. of Philadel- 
phia, gave the invocation and Stanley 
also of Philadelphia. 
gnided the activities of the associa- 
tion as president during 1947, one of 
the most successful of the organiza- 
tion’s 34 years, was the presiding off- 
cer. He introduced the speakers at 
the convention session which followed 
the luncheon and presented, among 
others, the association’s newly elected 
president, John D. Dunn, of Hagers- 
town, Md. 

George B. Hess, of Baltimore, presi- 
dent of the National Shoe Retailers 
Association, was the first speaker. He 
voiced concern about shoe price levels, 
but said retailers and their sales- 
people, as well as the consuming pub- 
lic, must realize that shoes today are 
relatively no higher than prices of 
other soft goods items. 

tegardless of prices shoes must be 
sold. Mr. Hess declared, and he re- 
ferred to the Roper survey which has 
been jointly sponsored by the na- 
tional associations representing retail- 
ers and manufacturers of shoes as a 
stimulating influence which is sure to 
have a good effect on sales through 
improved public relations. Results of 
the survey will shortly be made avail- 
able to the membership of the two 
associations, he announced. 

Arthur C. Kaufmann, 
head of Gimbel Brothers, 


opened the convention on 


Berger. who 


executive 


Philadel- 
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JOHN D. DUNN 
New MASRA President 


phia, told the shoe men that if there 
is a serious depression in 1948 it will 
be strictly a man-made depression. He 
named 10 things retailers can do to 
prevent a natural decline in salvs 
which from 


irto a depression, namely: 


might come deepening 

1. Proceed conservatively but with 
ccnfidence and don’t talk business into 
a-decline. 


2. Be 


pe licies. 


selective in merchandising 

3. Do not speculate in merchandise. 

i. Keep inventories and accounts 
clean and wholesome. 

5. Streamline and simplify business 
to the nth degree. 

6. Make selling the crux of your 
success efforts in 1948. 

7. Adjust thinking to peacetime 
profits rather than the abnormal prof- 
its of the past few years. 

8. Maintain price lines as long as 
possible and don’t price customers out 
of the market. 

9 Be modern in your thinking and 
realize labor occupies a new place in 
the economic life of the nation. 

10. Every business man should take 
an interest in government. 

W. W. Stephenson, executive vice- 
president of the National Shoe Man- 
ufacturers Association, argued that 
while the price of an average $6.50 
oz $6.95 pair of shoes in 1939 has ad- 
vanced to around $11.50, this is not 
out of line when total national spend- 


ing has increased from 67 billions io 
1939 to 168 billions in 1947. He pre- 
dicted that the 465 million pair shoe 
production of last year will be ap- 
proximately duplicated in 1948, con- 
sumption holding about the same. 

Irving R. Glass, executive vice-presi- 
dent of the Tanners Council of Amer- 
ica. expressed the belief that activity 
in general will probably be main- 
tained in 1948. The existing inflation, 
he said, is typical of what has usually 
happened in postwar periods. Prices 
have necessarily and inevitably re- 
flected costs and will continue to do 
so. In the past an upswing has usual- 
iv been brought to a halt by a gradual 
drain on purchasing power, but with 
the present level of employment it is 
difficult to see how the broad picture 
can show substantial modification. 

There appears to be no great ex- 
cess of inventories in leather or shoes, 
Mi. Glass observed and he reiterated 
the statement frequently expressed 
by spokesmen for the leather industry 
that prices are based upon costs and 
costs on a combination of domestic 
and international factors. 

On the raw materials side, Mr. 
Glass expressed the view that hide 
supplies for “48 will compare favor- 
ably with °47. Domestic cattle slaugh- 
ter will decline about 10%, but last 
vear the U. S. was a net exporter and 
signs point to a more normal move- 
ment of both cattlehides and calfskins 
into the United States this year. The 
geat and kid situation should show 
further improvement with regard to 
availability of raw stock. 

In addition to President Dunn, the 
new officers of the MASRA elected 
Sunday include: William E. Morgan. 
of Pittsburgh, first vice-president: 
Arthur L. Herrick, of Suffolk, Va.. 
second vice-president; Durrill S. Pol 
luck, Canonsburg, Pa., third 
president. The following were elected 
te the Board of Directors: For Penn- 
sylvania—Harvey L. Farr, Allentown; 
Mose Leibowitz, York; William Mor- 
gan, Pittsburgh; W. K. Hartzell, Sou- 
derton. For District of Columbia Jo- 
seph DeYoung, Washington. For 
Maryland— Arthur T. McCanner, 
Frederick; J. G. Smith, Hagerstown. 
For New Jersey—John A. Storch, 
Newark. For Delaware—B. W. Et 
tinger, Dover. For Virginia—E. M. 
Huntsberry, Winchester. 
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BETTER QUALITY 
BETTER STYLING 
BETTER TURNOVER 
BETTER MARK-UP 


WISHBONE OXFORD TIE 


Smooth Elk Leather. No-Mark Smooth Elk Leather. No-Mark 
Durable Sole. Durable Sole. 
6410 — White 6408 — White 


6610 — Red 
Sizes 4-9 M Width 


$2.35 


PERFORATED SANDAL 


Smooth Elk Leather. No-Mork 
Durable Sole. 

6415 — White 

6615 — Red 


6315 — Block Svede with 
Arrabuk Platform 


Sizes 4-9 M Width 


$2.35 


INTERWOVEN ANKLE STRAP 


Smooth Elk Leother. No-Maork 
Durable Sole. 


6518 — Multi (Red, 
Yellow, Bive } seen ) 
6318 — Black Suede with 
Arrabuk Platform 


Sizes 49 M Width 
$2.35 


Also available in GOLD KID 
with Fine Gold Mesh Platform. 


$3.85 


6608 — Red 
Sizes 4-9 M Width 


$2.35 


INTERWOVEN PUMP 


Smooth Eik Leather. No-Mark 
Durable Sole. 
6416 — White 
6616 —- Red 
6516 -- Multi (Red, Yellow, 
Bive Comb.) 
Sizes 4-9 M Width 


DOUBLE BUCKLED VAMP 


Smooth Elk Lecther. No-Mark 
Durable Sole. 


6326 — Black Svede with 
Arrabuk Platform 
Sizes 49 M Width 


$2.35 


Also Available in GOLD KID 
with Fine Gold Mesh Platform. 


$3.85 
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GERDA Footwear COMPANY, INC. 


L coking for BIG CASUAL PROFITS in ‘48? Gerda's got the formula and the casuals to back 
it up. Build your business on better casuals. "Plus quality" and styling pays dividends in 
turnover and profit. For every casual requirement try Gerda first—where volume is up 
and prices are down. You'll be amazed at their quality and variety of styles. 


Samples on Request. Packed in attractive GALURE boxes. 
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“GERDAGRAM” For Exgou 
158 DUANE STREET ° "GE Been oe, eo. 9. 











The 1948 Look 
In Lasts 
[CONTINUED FROM PAGE 51] 


last makers. From the point of view of 
style, extremes in heights still claim the 
most attention. Highest that can be 
made and still allow a woman to stand, 
according to one last maker, is the 28/8 
heel. Slightly more practical is the 26/8 
heel, to which a platform is frequently 
added. At the other extreme are the 
flats, as low as 6/8. For the average, 
middle-of-the-road woman, last makers 
admit, there are not enough medium 
height heels. One such manufacturer 
believes that these heights, from 15/8 
to 18/8, will become increasingly popu- 
lar in 1948. A 23/8 heel is being used 
by several last makers with the new 
slimmer toe. One of these manufac- 
turers has found it necessary to make 
this last with a slightly shorter vamp 
than was first used. Lasts with this 
slimmer toe, they say, must be made to 
give exceptionally good fit. The foot 
must be held well back by very close, 
accurate fitting in the heel and shank. 
This new distribution of the wood will, 
they claim, ensure comfort in these slim- 
mer toed shoes. 

There is an increasing demand for 
lasts for closed toe shoes. “Everybody 
wants closed toes and right away,” says 
one last maker. ‘Their first need, he 
adds, is for pump lasts. Second in de- 
mand is a last for closed toe and closed 
back sandals. While his Spring orders 
will be in the proportion of 75 per cent 
open to 25 per cent closed shoes, he ex- 
pects by Fall a ratio of 10 per cent open 
to 90 per cent closed. Another last 
manuacturer estimates about a 50-50 
ratio for Fall. The continuing short- 
age of wood, however, is making it ex- 
tremely difficult to meet demands. One 
last maker reports orders piled up three 
to five months ahead. 





Give Comfort to 
Ailing Feet 
[CONTINUED FROM PAGE 53] 


fantile paralysis foundations and com- 
pensation departments cf insurance 
companies. 

When children’s shoes were difficult 
to get during the war, customers would 
order shoes for their offspring. The 
children’s shoe business became increas- 
ingly important and, when Herbert and 
Benjamin, both serving as Orthopedic 
Specialist Mechanics, were discharged 
from the Army, a children’s department 
was organized to increase volume and 
lower cost. Today, children’s shoes are 
custom made at popular prices, and or- 
ders are delivered within a fortnight. 

A new plant is now being planned, ac- 
cording to Herbert Ross, where a chil- 
dren’s prescription shoe clinic will be 
established in conjunction with a chil- 
dren’s special shoe manufacturing oper- 
ation. 
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Wh08 THE TRIMFOD MAW HERE ? 


Women who know look for the Trimfoot Man 


when they shop for shoes. That’s why being the 
Trimfoot man in your store will mean extra sales 


and profits for you ... the year ‘round. Trimfoot 
pays liberal P.M.’s...and you'll find Trimfoot 
appliances sell easily .. . because they offer quick 
relief from “‘high heel strain’”’ 


into the daintiest shoe. 


Write to Trimfoot today —let the Trimfoot Man 
from Farmington show you how to start making 


more profits . . . now! 


APPLIANCE PRODUCTS DIVISION 


Med [201 


— yet fit unseen 





Trimfoot Company ¢ Trimfoot Terrace* Farmington, Mo. 


The firm now employs seven to ten 
skilled shoemakers, some of whom have 
been with Foot Culture for over 15 
years. To combat a dwindling market 
of skilled workmen, the company plans 


a program of hiring non-skilled veter- . 


ans and training them as orthopedic 
shoemakers. 

In a statement of basic aims, which 
all in the industry might well thought- 
fully consider, Herbert Ross said: “We 
liken our function as shoe men to that 
of an engineer. Our job is to true-up 
the foundation of the human body, when 
we find it is weakened or shifted. For 


this purpose we construct special lasts 
to re-establish proper balance and pos- 
ture, as the stability of a structure de- 
pends on the strength of its founda- 
tions.” 


Will Double Facilities 


LINCOLN, Nesr.—The Barker Shoe 
Store, 1107 O Street, plans to double 
the size of its present facilities, start- 
ing the work within the next two 
months. E. E. Beatty is manager of 
this shoe store. 
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they see this spread of spring footwear in the 
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6,999,999 teen-mates. Watch what happens when 


January issue. Better yet, follow their footsteps 


buying the shoes they see in SEVENTEEN MAGAZINE 
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Transparent Shade Company's 
Sensational New 


DISPLAY 
MIRACLE 











TRANSPARENT SNE 
It's here—far greater Sun Protec- 
tion plus visibility than ever before offered! 

It's Infra-Chem—a discovery from 
the laboratories of Transparent Shade Co. that 
invisibly chemicalizes acetate material, thus 
repelling virtually a// harmful sun rays! 

Now you can say goodbye to need- 
less fading and damage . . . to lazy hidden win- 
dows... to sun-spoiled profits. Now you can 
safely display, the Infra-Chem way. Written 
Guarantee with every shade! 


CAUTION: Infra-Chem is our 
exclusive process, patented and 
secret. Don’t be misled by imita- 
tions. No other sun shade can 
offer you Infra-Chem. 


| e 


|] [RANSPARENT SHADE CO. 


LOS ANGELES, CALIFORNIA 


SEND FOR THIS 
FREE BOOKLET 
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| TRANSPARENT SHADE CO. ; 
} Dept. 5B, Box 2135, ' 
.» Terminal Annex, Los Angeles 54, Calif. i 
! Send me immediately your illustrated ! 
| brochure and details on new Infra-Chem : 
“Sun Protection plus Visibility”” 1 
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Review of the Retail Trade 


[CONTINUED FROM PAGE 66] 


and a number of stores were reducing 
the number of lines carried. 


Clearances were not the entire 
order-of-the-day in early January, 
however. Goldstein Chapman’s in 


Omaha, for example, were promoting 
the “New Look” in a high-heeled, 
closed-heel, open-toe pump with a 
“hooded look” at the heel. Miller & 
Paine in Lincoln played up “the 
rustle of moire” setting “the mood in 
Spring shoes.” Featured were sling 
pumps in a combination of moire 
and suede, black and brown. 


* * +. 


BLACK SUEDE LEADS 
PROVIDENCE SALES 


§ EVERAL Providence stores are in 
the midst of clearance sales on black 
suedes and other Winter types. Two 
stores report an early start on Spring 
shoes, with black leathers the best 
sellers and colors in some demand. 
Early reports indicate that red will 
be the biggest color line for Spring, 
with green second best, and other 
colors in fair demand. One retailer 
has followed his usual custom of put- 
ting his Spring shoes in the window 
around the middle of January, to give 
the merchandise an early start. 

In most stores black suedes are 
the big sellers, with black smooth 
leathers in good demand but very 
limited in stock. Alligators are in 
demand, with one store promoting 
genuine cobra in black, brown, red 
and green. Another store has a com- 
plete window featuring calfskin in 
spectators, in baby dolls, in flats and 
in platforms. Large bows and orna- 
ments are popular. Casuals are good 
in a wide variety from black suede 
to rustic sports. Two-strap models 
are good sellers. 

The weather has had an important 
effect on footwear retailing. Two 
very heavy snowstorms plus several 
limited snowfalls and a very heavy 
tain have given retailers the heaviest 
rubber footwear business in a number 
of years. While rubbers sold well, 
bulk of sales for a number of days 
was limited to galoshes and other 
high protective footwear. With the 
heavy snowfalls under control, the 
sale of rubbers jumped. 

In many stores it has been a good 
season for evening footwear, with 
raany Winter activities of a formal 
nature. This business has been help- 
ed along by many debutante parties 
throughout the state. 


Retailers are optimistic about the 
Spring season. It’s practically a 
unanimous opinion that it’s going to 
be good. High prices will meet with 
some sales resistance, but the general 
opinion is that most retailers will 
chalk up a good sales volume, since 
people have the money and want new 
shoes. Many retailers state they will 
probably be able to sell a great many 
more shoes than they will have stock 
to sell. Merchandise stocks apparently 
vary from store to store, some report- 
ing a serious stock shortage while 
others report they have all the mer- 
chandise they want. 


* . 7 


MIAMI CONCENTRATES 
ON COLOR 


MiaMi dealers are advertising and 
featuring colorful shoes. What women 
visiting here from all parts of the 
nation during January are actually 
buying to take back home after wear- 
ing here, indicates that next Summer 
will be the most exciting experienced 
for a long time. It will be full of 
color, both solid and in combinations. 

As skirts were lowered, there has 
been a marked increase in the popu- 
larity of high heels. “Skirts half way 
down, heels half way up” is the way 
one bit of advertising copy reads. 

But, it is color that is most promi- 
nent in the Spring and Summer pic- 
ture. While purple is considered still 
doubtful, there is plenty being shown. 

The I. Miller salon on Lincoln Road, 
Miami Beach, has a new calfskin sling 
back, closed toe, with “camisole lac- 
ing” outlining the high platform and 
around the top. 

Intricate knots adorn the toes of 
some sandals, while others have a 
swirl treatment. The vamp is never 
plain these days; soft draping, dainty 
strap treatment across instep, bows, 
rosettes, cutouts with underlays of 
contrasting color, all appear on the 
shoe. 

The foreign influence continues to 
be felt. High back effects reflect the 
Chinese shoe, and the Turkish turned- 
up toe is seen in the Harem models. 

Glittering gold continues to be one 
of the highlights of the January shoe 
picture as seen in this area. Shoes of 
gold kid are seen in every price range: 
gold kid for trim is apparent; and 
snake or reptile treated specially with 
a 24carat gold finish that does not 
rub or flake off is selling well. 
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tyle Never Takes a 


oliday ... 


Despite the unceasing 
demand for products of every description, alert manufacturers 
realize that the creation of new styles today means the 
maintenance of volume tomorrow. United Last Company, as usual, is 


keeping pace with vogues throughout the fashion world, 
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BOSTON, MASSACHUSETTS 
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THE “INVISIBLE” SHOE FORM! 


CLEAR PLASTIC! FITS EITHER SHOE. 
MAIL THIS CONVENIENT ORDER BLANK TODAY! 


PRICE LIST SIZES . 
Per Pair .... $ 1.25 ea. Smal! 4°2-5 Shoes 
1 dozen pr.. 15.00 doz. Large 5\2-6 Shoes 
: oo =. : 72 ya Trade Mark Registered* 
— 1 doz. small @ 15.00 [7] 3 doz. small @ 13.50 [-] 4 doz. small @ 12.00 
F 1 doz. loroe @ 15.00 [73 doz. large @ 13.50 [7] 4 doz. large @ 12.00 


[] SEND... PAIR @ $1.25 PER PAIR ry) LARGE = [J SMALL 
= Please send, without obligation, your catalog ‘Modern Design on Display 
me containing 60 illustrations of modern fixtures. 


Firm Nome. a 


_Zone____State. 


ROGER KENT COMPANY... Plcatics 


l N. Sevent wl ) ee es ee 


Street___ 
City. 





Shoes in 


SryLEs may come and styles may go, but a good tailored 
suit and a good tailored shoe go on forever. Or so it seems, 
because, in spite of all the talk of “softly tailored” and 
“feminine” and very chic and attractive these styles are. 





Left to right: British tan calf Friar stepin with foot-flattering 

moccasin-type vamp, strap and buckle. British tan calf Carlton 

stepin, with narrow strap, tiny buckle and open back and 

vamp opening giving lightness and grace to the pattern. Blue 

calf open back Towner slipon. Decorative stitching and fine 

slashing on moccasin vamp and split tongue add freshness to 
this popular design. All from Dixon-Bartlett. 


nothing looks smarter or evokes more admiration than a 
beautifully man-tailored suit or a finely constructed welt 
shoe on a low built-up leather heel. These are the classics 
that are always in style because they represent quality and 
distinction in designing, in workmanship and in materials. 
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oS 
A FINE NAME 


A FINE LINE 
A FINE PROPCSITION 






Adelia, a sound line for basic arch types. 
Adelia patterns move faster and the Adelia 
plan brings new stock into your store promptly. 
More sales and more satisfied customers to- 
day! Write or wire your requirements. Cata- 
log on request. 


Get the habit of a weekly size-up order with | 











STRONG ALL KID LINE 
















LONG RUN OF SIZES AND WIDTHS 


ALL IN-STOCK 


Black Kid 5 Eyelet Lace 
Oxford. 7/8 Heel, EEE 









MONROE BROTHERS & COMPANY 


835 NORTH 19TH STREET 
PHILADELPHIA 30, PA. 
ESTABLISHED 1817 





the News 


MorRIS WEINGARTEN, designer and shoe consultant 
for more than 40 years, predicts that the future in men’s 
footwear will accent color with more dazzling shades than 
ever. 

Mr. Weingarten. who with his brother, Saul, owned and 


White buck is featured in 
alligator in fawn, blue and 
brown, with wing or plain 
tip in the popular spectator. 





recently disposed of the London shoe chain, is now design- 
ing’ and featuring the unusual in men’s footwear in his 
Lincoln Road Chavez Shoe Salon for Gentlemen in Miami 
Beach. 

“Men,” he said, “are losing their conservative streak and 


Loafer-types which support 
the foot are shown in black, 
grey, brown, fawn and blue. 
These are hand-made and 
kid-lined. 


are becoming more style and color-conscious. Beach toggery 
and colored wearing appearel is responsible for the bright 
color influence in footwear.” 

He recalled that the handwriting was on the wall about 
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SOLES 


Avonite is Avon's trim, flexible sole that gives a firm 








foundation for the foot. It is waterproof, comfortable, 
long wearing. Versatile Avonite is available in 
weights and colors for dress, street, and general util- 
ity shoes for men, women, and children. 


AVON SOLE COMPANY 


AVON + MASSACHUSETTS 


PIONEERS OF QUALITY AND SPECIALISTS IN THE PRODUCTION OF FINE SOLE MATERIALS FOR THIRTY-SIX YEARS 
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“Avon made patterned soles first, today makes the best, in the most designs. 

Avon makes the widest variety of sole materials, too, including Du-Flex NAP, 

@ « Du-Flex GumSar, and Du-Flex GRISTLE. 
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This advertisement will appear 


AVON SOLE COMPANY 
AVON + MASSACHUSETTS 

















. the Avon Sole with the look of leath- 
er and far more wear. Avonite’s for 
all the family, on the finest dress and 
utility shoes. od 


PIONEERS OF QUALITY AND SPECIALISTS IN THE 
PRODUCTION OF FINE SOLE MATERIALS FOR THIRTY-SIX YEARS 
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twenty years ago in the resort places of Cannes. Dutripont, 
who fashioned men’s clothes on the Riviera, measured every 
male for slacks end jackets in pinks and pastels to match 
the gala shades of the blue sky, ocean and vari-colored 
birds. His sandals to match the outfits were the sensation of 
that day. Their premature appearance in the shoe shops 
of America created a stir but Americans had no idea what 
to do with them. Today, blue, beige and brown tones in 
suede and alligator shoes are popular items not only for 
resort, but for general wear. 

Mr. Weingarten introduced alligator and suede combina- 
tions to Miami Beach last year in blue, brown and sand. 
This combination of suede and alligator has received stu- 
pendous interest from male shoe purchasers. He believes in 
“personalized shoes,” and his talent in this direction is 
generally conceded. 
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LeIsuRE shoes for men have been gaining in popularity 
the last few seasons. and indications for the coming Spring 
and Summer point to the biggest season ever experienced 


~ 


| Suede sandal with hand-laced 

'  pamp, perforated, closed 

leather back. Recordia Man- 
ufacturing Co., Inc. 





in these types. Shoes in the leisure category offer an un- 
precedented opportunity to the retailer for building up a 
nice business around the all-important “extra shoe” sale. 
Sales of these types of shoes were formerly limited to 
resort wear; this year, however, the popularity of the casual 
shoe for men is expected to be on a general basis, rather 
than confined to a particular section of the country or a 


particular clientele. 
= = = 


SIMPLICITY coupled with smartness was keynoted at a 
recent showing in New York by Johansen Bros. Shoe Co.. 
Inc., and the Valley Shoe Corp. Straps, braids, silhouette 
changes and cut-outs marked important style trends for 


This closed toe, open back 
shoe with narrow straps 
forming a smart asymmetric 
vamp, from Valley Shoe 
Corp, has been designed to 
highlight Spring tweeds in 
smooth leathers or dressy 
woolens in suedes. 
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Spring, 1948. Straps, single, double and triple, gave style 
interest to opened-up vamps or served as adjustments. 
Ankle, instep and T-straps pointed to other popular uses 
of straps. The 1948 trends to smoothly fitted, very femi- 


nine shoes were well illustrated in this showing. 
eee 


Glass to Speak at Shoe Club Dinner 

New Yorx—Irving Glass, executive vice-president of the 
Tanners’ Council of America, will be the guest speaker at 
an open meeting and dinner of the Shoe Club, here, which 
will be held beginning at 6:30 P.M., February 19, it was 
announced recently. 

In addition, a lecture and demonstration on hypnotism 
will be given by Dr. John L. Levbarg, a foremost authority 
on the subject. 


February |, 1948 

















FOR BIG SUMMER VOLUME 
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TRADE MARK REG. U. &. PAT. OFF. 
U. S&S. PATS. 1955720 AND 2168243. 
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No. 732, to retail about 
$1.98,slightly higher in the 
Far West. Washable cotton 
webbing in bright colors: 
Multi, Red, Green, Blue, 
Yellow, White and Black. 
Water-proof sole, with pat- 
ented Foamtread construc- 
tion. Sizes 4-9, half sizes. 











Toddy. To retai! about 
$2.98. Widely popular 
ankle strap style in smart 
split leather. Water-proof 
sole of foam rubber. Blue, 
Red, Brown, Green, White 
or Black. Sizes 4-9, half sizes. 












Newest, Most Flattering Styles 
...and they Walk on Air! 


Two smart new sandals, priced right, styled right, 
with the exclusive Foamtread sole of air and foam 
rubber that has made such a hit on Wellco Foam- 
treads! Summer selling will begin early this year. 
Make sure of volume and profits with a complete 
assortment of wanted sizes and colors in these Foam- 
tread sandals. Write today for samples, prices, com- 
plete information. 


WELLCO SHOE CORPORATION 


pil aaa . = —_— PIONEERS OF QUALITY AND SPECIALISTS IN THE 
PRODUCTION OF FINE SOLE MATERIALS FOR THIRTY-SIX YEARS 





“The Secret of Success 
is 


Constancy of Purpose” 


—DISRAELI 














j geo AS WE CELEBRATE the fourth anniversary of the founding of this company 
and the Little Yankee line, we pause for a moment to “take inventory” of our business 


operation— past, present and future. As a retailer of infants’ and children’s shoes, you will be 


interested in our findings. 


LITTLE YANKEE SALES, today, are the largest in our history. Last year our sales were eight 


times greater than in 1944, our first year in business. 


LITTLE YANKEE PRODUCTION has kept pace with sales. In 1947, for example, our pro- 
duction of Little Yankees was 20% over 1946—and 23% ahead of the entire children’s shoe 
industry. In order to meet production requirements, we have substantially enlarged our factory 
and our staff. The following figures give evidence of this fact. 1944—factory floor space, 20,000 


square feet; 150 employees. 1948—factory floor space, 80,000 square feet; 500 employees. 


THE LITTLE YANKEE LINE—In 1944 our Little Yankee line consisted of twelve models. For 
1948, we have sixty-five models. In addition, we have increased our range of sizes and widths, 


so that at present we can offer a Little Yankee style, size and width for every child. 
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LITTLE YANKEE DEALERS—Another measure of our progress is the rapid increase in the 
number of stores, from coast to coast, which handle Little Yankee shoes. On December 31, 1944, 
50 stores handled Little Yankees. As we write this message, 1300 stores handle Little Yankees, 


and this number will be larger by the time you read this page. 


LITTLE YANKEE SALESMEN —In 1944 we employed one salesman. There are thirteen sales- 


men on our payroll today. 


LITTLE YANKEE ADVERTISING AND PROMOTION—We have substantially increased 
our advertising and promotion expenditures for Little Yankees each successive year. In 1948 
we will spend six times as much as we did in 1944—for campaigns in Parents’ Magazine and 
Good Housekeeping, and for sales promotion and point-of-sale material for our dealers. Retail 
advertising lineage has also increased tremendously. The Fairchild Advertising Index reveals 
that Little Yankees have reached sixth place, among ail lines of children’s shoes advertised by 


brand name in local newspapers. 


These are a few of the highlights of Little Yankee progress. They indicate that, in four 
short years, our Little Yankee line has taken a commanding position in its field. They indicate, 
too, that the outlook for Little Yankees has never been brighter—both for ourselves and for 
our dealers. 

To account for this success is a simple matter. When we launched the Little Yankee line, 
we dedicated ourselves to the principle of producing quality shoes only—shoes designed to 
keep little feet normal—shoes which the dealer can handle more profitably. Every step of 
manufacture, distribution, sales, advertising and promotion has been taken with this principle 


in mind. We have never deviated from this plan or purpose, nor will we do so in the future. 


LITTLE YANKEE 
Shoes 


“GREAT SHOES FOR LITTLE AMERICANS”’ 


THE YANKEE SHOEMAKERS + NEWMARKET, NEW HAMPSHIRE 
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Here's the “extra pair" specialty line you've been hoping for. 
Irresistible, gay, they'll “walk out" at the first breath of spring. Woven 
raffia in brilliant colors and gorgeous white, opened up to the maxi- 
mum for cool comfort .. . just what you'd expect from Gerda, the 
House of Hits, where “prices are down and volume is up.” 
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Salina Shoe Mart, Inc., Salina, Kansas. 

The Earnest Brothers operate stores 
in Enid, Shawnee and Stillwater, Okla- 
homa, as well as in Ponca City. 


Add to Oklahoma Chain 


Ponca City, OKLA. — The oldest 
shoe store in this bustling oil town, 
the Ponca City Bootery, Inc., has been 
sold to Earnest Brothers by T. H. West 
and H, Loren Simmons, principal stock- 
holders. Both the Earnest Brothers and 
the West-Simmons organizations op- 
erate under the Brown franchise stores 
program of the Brown Shoe Company. 

The West-Simmons group of stores 
located in Kansas also operate the 
Hutchinson Bootery, Inc., Hutchinson, 
Kansas; Emporia Bootery, Inc., Em- 





Granted Charters to 
Operate Three Stores 


Witson, N. C.—Charters to operate 
three Webb Shoes Stores—in Wilson, 
Kinston and Henderson—were granted 
recently by the Secretary of State of 
North Carolina. All had authorization 
for capital stock of $100,000. Incor- 
porators were: W. E. Webb and Rose 


poria, Kansas; Manhattan Bootery, Webb, both of Wilson, and A. R. Webb 
Inc., Manhattan, Kansas, and the of Kinston. 
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They Can’t Play Golf 
Without Golf Shoes 
[CONTINUED FROM PAGE 48] 


double thicknesses, a spring metal in- 
sert between insole and outsole, a 
flexible wood insert between inner and 
outer sole, and other, often patented, 
characteristics. In addition to leather 
soles, rubber soles, some with and some 
without spikes, and soles made of plas- 
tic materials will more frequently be 
seen. 

The true, dedicated golfer ignores 
water, whether descending upon him 
or appearing on the fairways. As a 
human being, however, he is irritated 
by wet feet; to keep them dry, water- 
proofing techniques, such as reverse 
(or storm) welting, treated leather 
uppers and heavier soles, appear on 
many of the current styles. For the 
mashie artists with dressier tastes, 
whose shoes are of buck, in brown and 
white, or black and white, a rubber 
overshoe which fits over spikes has 
been manufactured. 

Far and away the dominant and 
most ubiquitous style charactersitic of 
the new Spring golf shoes (as may be 
noted in the photographs on these 
pages) is the moccasin-type toe and 
vamp which is seen in both seamed and 
stitched construction. Many have 
hand-sewn stitching, and patterns of 
varying elaborateness. It should be 
noted here that “moccasin-type” and 
“moccasin” construction are not at all 
synonomous. The true moccasin con- 
struction consists of the upper leather 
enclosing the entire last, and employ- 
ing no inner sole; this gives special 
flexibility in walking. A moccasin-type 
shoe simply refers to vamp treatment 
and last. 

Professional golfers are, in general, 
sartorially sensitive individuals. On 
the course, they, and many others of 
similar inclination, prefer black-or 
brown and white styles and the new 
year will offer a wide selection for 
them. Climbing in popularity, too, are 
the plain, rounded-toe types which 
emphasize comfort and sturdiness. 

Remember, above all, retailers, a 
golfer is a man possessed, eaten by an 
ambition to lower his handicap. A good 
golf shoe, don’t forget, can help a 
man’s game both physically and psycho- 
logically. Remember that golf can’t be 
played without golf shoes. 





West Coast Store 
Changes Hands 

Esconpipo, CAL. — The Model Shoe 
Store, which was owned by E. S. Tan- 
ner, has been sold to B. M. Pritchett, 
who has been with the store for the 
past 15 years as manager. 
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No. 6367 on the Playboy Last. 


NATIONALLY ADVERTISED 


ed rules for getting those Do-or-Die Customers 


(The ones who'd never buy any place but in your store!) 


RULE 1: Offer ‘em a better value! 
RULE 2: Offer ‘em a better value! 
RULE 3: Offer ‘em a better value! 


Every smart shoe man knows that there is only one golden 
rule for hanging on to a customer. And that’s give him a 
better value. A better value in fit, comfort, and in just cold 
cash. So when you take on a branded line, choose a brand 
that’s a better value ... priced at what it is worth —not at 
what it could bring. 

That’s the exciting feature about the Ward Hill line. It’s 
the best shoe value in the country. 

But just don’t take our word that it’s a better value. We’d 
like you to see for yourself. We’d like you to finger the 
leather in our uppers. And feel the measured weight of our 
innersoles. And while you're at it, we’d like you to take a look 
at the Ward Hill terrific 3-way sales plan: Powerful national 
advertising (as much or more than many leading brands). 
Plus a consumer education program. Plus a heap of good 
sound merchandising helps for you at point of sale. 

And that’s not all. Ward Hill has a well-balanced In-Stock 
Department to serve you... not just a few specialties. (Our 
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dealers tell us our service is fast!) 

And speaking of numbers. Although we’ve promoted Ward 
Hill for just a few months now, we can boast of hundreds of 
smart, satisfied dealers. Why don’t you take a look at this new, 
better value brand before you decide which brand to take on. 
Write for our In-Stock Catalogue to Knipe Bros., Inc., Ward 
Hill, Mass., for over 60 years famous for fine shoes for men. 


Value 












4 Stir -+- AT A MODERATE PRICE 


KNIPE BROS., INC. + WARD HILL, MASS. 
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step with current fashion 
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designed by skilled 


craftsmen for the smart 


young sophisticate. 















Middle Atlantic 
Travelers Hold Banquet 


PHILADELPHIA, Pa.—The Middle At- 
lantic Shoe Travelers’ Association cele- 
brated its fortieth anniversary when 
the annual banquet was held in the 
foyer of the Benjamin Franklin Hotel, 
here, January 24th. Despite the in- 
clement weather, there was an un- 
usually large attendance, which in- 
cluded several members who have not 
attended the meeting in years. There 
are two members who have belonged to 
the organization since it was chartered 
in 1907. These are Robert I. Roger, 
who now lives in Florida, and has been 

j 
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awaretired from Krischer, Rogers & Fisch- 


er for a number of years; and Paul S. 
Lippincott, Jr., who is with Dixon- 
Bartlett Shoe Co., attends every meet- 
ing and is chairman of the welfare 
committee. 

In recognition of the many years Mr. 
Lippincott has been a traveling shoe 
salesman and a member of the associa- 
tion, he said, “In my work and through 
the encouragement of good fellowship 
which the shoe travelers association 
stands for, I have made many friends. 
To me that is something that money 
cannot huy—it is life at its best. I have 
many pleasant memories as I look 
around the table with these friends I 
have made in the business. 





“During the many years I have spent 
in the shoe business, there have been 
major cycles, times when it has been 
wise for everyone concerned to be cau- 
ticus. During such times,] have never 
believed in high pressuring the retail 
trade. It is better to be patient, stocks 
are not too high and no one need worry 
but that they will be liquidated soon. 
We know that high peaks are always 
followed by low ones and now we like to 
feel that the top has been reached.” 

Clarence Heyde, of Boor AND SHOE 
RECORDER, spoke on the importance of 
brand names in the retail shoe business. 
He pointed out the increased value of 
the combination of advertising in stress- 
ing trade names. Samuel B. Koons, a 
writer for Shoe and Leather Reporter, 
gave a short talk in which he made 
comparisons showing how low market 
and high market prices closely follow 
the Federal Reserve record. 

The business meeting was conducted 
by Keith Pickrell, vice-president, in the 
absence of Ernest L. Whitney, presi- 
dent, who is away at present. 

Present officers of the association are: 
Ernest L. Whitney, president; Keith 
Pickrell, vice-president, and I. Frank 
Oberfield, secretary-treasurer. On the 
board of governors are: Sidney Horo- 
witz, Paul S. Lippincott, Jr., W. S. 
Thomas, Ewin Flax and Charles Scan- 
lon. 

In consideration of its fortieth anni- 
versary, the association expresses its 
purpose as follows: “To co-operate with 
kindred associations in promoting the 
welfare of all commercial travelers and 
to elevate and improve the moral and 
commercial standard of traveling foot- 
wear salesmen and to discredit the un- 
just and dishonorable salesman.” 





Completes Remodeling 

NORFOLE, Nes. — Walter Landers 
shoe store has completed an extensive 
remodeling project. 





Price Correction! 





Due to a typographical error, the 
price on the GERDAKINS sandal—in 
the Gerda Footwear Co., Inc. advertise- 
ment in Boot AND SHOE RECORDER of 
January 15—was misquoted. 

In order to clarify the matter, please 
note that No. 5681—AlIl Elk Leather, 
Unlined Sandals, Retan Leather Soles 
—in Brown, Red, White Green are: 


Sizes Cy eae $1.85 
i eh Ge Dona ee 1.85 
eS 1.90 


Regular half sizes 
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Nees Public Need as Guide to Retailers 


familiar feature is a shoe shine stand 
which gives shines, as a matter of 
courtesy, to many Baltimore men. No 
fixed charge is made for this service. 

George Hess entered the business in 
1925, after his graduation from Johns 
Hopkins University where, as a prepa- 
ration for business life, he specialized 
in political economy, the course in the 
Hopkins curriculum which was most 
closely allied to business. He left the 
business in a few months to enter a 
bank in Baltimore, a move which he 
considers gave him the benefits of “a 
post-graduate course in business.” It 
was a part of his training which he has 
always found of great value. 

Returning to the Hess organization 
after nine months in the bank, Mr. 
Hess was sent to England -to study 
British methods of shoe manufacture 
and the distributive set-up in shoes. It 
was then that he was most deeply im- 
pressed by what he calls “the spirit of 
mutual understanding and camara- 
derie” among the English producers. 
“They believed so implicitly in their 
ability to make a product as well as it 
could be made that they had no objec- 
tion to calling in other producers to ex- 
amine a new product and to explaining 
how it was accomplished,” he added. 

After a Winter in England, Mr. Hess 
returned to Baltimore and to the Hess 
organization. Starting as a stockboy, 
“for my father believed in doing things 
that way,” he worked up through the 
store. It was not until 1936 that the 
buying and merchandising of men’s 
and boys’ shoes was turned over to him. 
He still supervises this work today, 
along with general managerial duties. 
He holds the titles of vice-president and 
treasurer of his firm. 

The firm of N. Hess’ Sons has ex- 
panded with the years, and consists at 
the present time of three stores in 
Baltimore. Main offices are in the 
East Baltimore Street store where 
men’s and boys’ shoes are carried. 
Largest unit is the North Howard 
Street store which, under the direction 
of Ned Hess, carries a stock of women’s 
and children’s shoes, as well as a small 
men’s department. A smaller store near 
the Goucher College campus features 
shoes for young people. A fourth will 
be opened shortly in the suburbs. To 
be known as Hess Belvedere, it will 
carry a general line with emphasis on 
shoes for young people 

Modernization plans are in progress 
for the men’s store which, it is hoped, 
will be completed by Summer The new 
Hess Belvedere store will be an innova- 
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[CONTINUED FROM PAGE 45] 


tion in the Hess organization; it will be 
completely different and a new build- 
ing is being erected for the purpose. 

Mr. Hess’ belief in the necessity of 
studying the needs of the community 
in order to serve it most efficiently is 
borne out by the Hess operation. “We 
have made a thorough study of Balti- 
more,” he said. “We know its peculi- 
arities and the idiosyncrasies of our 
customers. Thus we know how best to 
approach them and what shoes to offer 
them. That is one reason why we can 
do an efficient job of serving the Balti- 
more public.” 

Mr. Hess is very proud of the man- 
ner in which the National Shoe Retail- 
ers’ Association serves the shoe indus- 
try. Here in the association, along 
with the American competitive system 
which has led to such great progress, 
we have a mutual outlook and spirit of 
camaraderie. Belonging to an associa- 
tion like the NSRA, Mr. Hess pointed 
out, gives the average shoe merchant 
a greater feeling of security. The 
knowledge that he has a strong well- 
staffed organization to help him solve 
his problems is a source of greater con- 
fidence on the part of the shoe retailer. 

Mr. Hess spoke enthusiastically of 
the service whick the association is 
rendering its members. The color co- 
ordination study which it gets out is 
extremely valuable, he said and, like 
many of its other services. is not to 
be duplicated in any other field of ap- 
parel. He is much impressed by the 
co-operative spirit of the shoe indus- 
try, as shown in the joint sponsorship 
of the Roper survey by the NSRA and 
the NSMA, and emphasized that this is 
the only industry of which he knows 
in which consumer preferences have 
been analyzed by retailers and manu- 
facturers acting in concert. He also 
mentioned the National Shoe Fair as 
“an amazing indication of the co- 
operative spirit in the trade, serving a 
great purpose both well and profitably, 
and run in a democratic manner. It is 
a real market week,” he said, “stripped 
down to a business-like program where 
both retailers and manufacturers can 
find exactly what they want.” 

Mr. Hess’ aims, so far as the NSRA 
is concerned, center around providing 
greater service to the retailer, improv- 
ing the distribution of shoes, and 
tackling problems as they come along. 
The semi-annual Style Conferences, he 
said, are extremely helpful to both re- 
tailers and manufacturers, timed as 
they are to coincide with the showing 
of leathers by the Tanners’ Council. 
(Mr. Hess, who has long been active 


in association affairs, was chairman of 
the Men’s Shoe Style Committee for a 
period of about 10 years.) 

The overall program for the associa- 
tion, he explained, deals with making 
it a better organization, and one which 
is more constructive, in order to serve 
best the needs of the retailers who are 
its members as well as the industry as 
a whole. 





Pastel Shades In Demand 
At Chicago Travelers Show 


Cuicaco, ILtt.—For the first time in 
many years the Chicago Shoe Travel- 
ers opened their show at the Hotel 
Morrison on a Sunday. On that first 
day, January 18, there was a very 
encouraging attendance. It was a four- 
day affair with emphasis given to new 
Spring lines. 

Although the now-established habit 
of caution was still to the fore, buyers 
were definitely on the lookout for nov- 
elties. Particular interest was mani- 
fested in colors. Green, blue, red, grey 
and cocoa were asked for in women’s 
lines. Evidence that the “new look” 
was of interest to shoemen was to be 
seen in the number of buyers’ requests 
for pastel suedes, colors which hereto- 
fore were largely disregarded, as too 
extreme, or too impractical. However 
delicate, pink or rose, light blue, yel- 
low, were wanted and those houses 
with instock did a lively business. 
Patent too was favored in staple pumps 
or modified sandals. 

For the younger crowd the shoe most 
sought after was of black suede with 
Baby Doll styling, either all-closed or 
in slingback with a 6/8 wedge heel. 
This is apparently the present favorite 
with the teen-ager and shoemen say 
they can’t carry enough of them. 

For the most part medium-priced 
footwear was in greatest demand. 
There was by no means phenomenal 
activity but on the whole there was a 
certain steady business, especially 
through the first two days of the show. 





Will Open Second Unit 


LAGUNA BeacH, Cat. — Dunham’s 
Footwear, which specializes in women’s 
and children’s better grade and nation- 
ally branded lines of footwear, has an- 
nounced that a second unit will be 
opened in La Jolla, Cal., with Mrs. Hal 
C. Dunham in charge. Mr. Dunham will 
continue to devote most of his time to 
the Laguna store. 
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Business Can Be Built by Letters 





Direct Mail Advertising, Skillfully Used by Retailer, Will Produce 
Results at Low Average Cost per Sale. 


To most of us, a letter is something 
to be sent at varying intervals to cousin 
Joe, a note from the bill collector, or 
a means of ordering merchandise from 
out-of-town vendors. Few shoe merch- 
ants think of letters as a means of 
building bigger volume sales. Yet di- 
rect mail advertising in its most per- 
sonal form—letters—is a tool which 
can be used by every shoe merchant 
to bring in more sales and bigger 
profits. 

Direct mail advertising is cheap, easy 
to use, and often more effective than 
any other form of advertising. Em- 
ployed rightly, it can accomplish such 
specific sales promotion jobs as enlarg- 
ing the account list, bringing lost, 
strayed or stolen accounts back into 
the fold, or moving a certain item of 
merchandise off the shelves quickly. Di- 
rect mail letters are versatile; they can 
do a million jobs. They really shine, 
however, when turned loose on a par- 
ticular merchandising problem. 

Because a letter is so personal, it is 
ideal as a selling tool for building up 
the account list. And because it is 
relatively cheap, a direct letter cam- 
paign is within the budget limit of any 
merchant; it can continue over many 
weeks or months, with anywhere from a 
few hundred to a dozen letters mailed 
monthly, depending upon what the in- 
dividual store or department’s adver- 
tising budget permits. 

The letters should be sent to a care- 


fully culled list of natural prospects. 
For the beauty of direct mail advertis- 
ing, especially in solving a particular 
selling problem such as enlarging the 
account list, is in its ability to reach 
natural prospects only, with no waste 
circulation. 

It is important to observe the funda- 
meitals of effective copywriting. The 
letter must hit straight at the reader, 
offer him a genuine service in terms 
of his own self-interest. First, the 
writer should make a bid for atten- 
tion; then keep the reader’s interest at 
peak—explaining advantages and rea- 
sons for buying in detail; next he must 
create desire and conviction that what 
he offers will truly satisfy a need; fi- 
nally the letter should throw out a 
“hook” to propel the reader into im- 
mediate action. 

When a new shoe item or line offering 
a high profit margin is put in stock, 
similar direct advertising can be used 
to build fast demand for it. Instead 
of being mailed—at three cents or one- 
and-a-half cents per—this sort of let- 
ter might be slipped into packages. By 
distributing it in this manner, it is pos- 
sible to reach a group who are all defi- 
nate prospects for the new item because 
they buy regularlv at the shop or de- 
partment. The letter can be tailored 
to fit whatever the individual mer- 
chandise may be. 

A package stuffer like this need not 
actually be a letter; a card will do the 


job. That makes the advertising cheap, 
easy to produce, and its personal ap- 
peal is as effective as that of a letter. 
A few hundred cost the merchant only 
a few dollars, but they sometimes pro- 
duce hundreds of dollars worth of busi- 
ness. Often, too, it is possible to talk 
the distributor or manufacturer into 
sharing the printing cost, since both 
he and the shoe merchant benefit from 
the advertising. 

Direct advertising will solve many 
problems, but it isn’t a cure-all. It 
must be handled just so, or the results 
fall off. Direct advertising’s real 
advantage is in the fact that it reaches 
orly prospects, with no waste circula- 
tion. 

The cost of direct mail advertising 
may be lowered, sometimes, by using 
post cards rather than letters. This 
works well when the message is short 
and terse, but a card cannot be as per- 
sonal as a letter. 

One effective way to use post card 
direct advertising is as follow-up mes- 
sages behind a letter. Seldom does one 
direct appeal produce all the results 
that can be had. Often a follow-up let- 
ter or card brings in more business 
than did the first appeal. 

A good trick in follow-up direct ad- 
vertising is to use a “hook,” something 
to make the reader take immediate ac- 
tion. This might be a special price offer 
for a short time. Or if the original 
advertising concerned price reductions, 
then the follow-up card or letter should 
remind the prospect that the offer will 
end soon. 

In attempting to get new charge 
accounts or bring in new customers, 
direct advertising should point out 
something of immediate benefit to the 
reader, some reason why he should 
take fast action. 














Manufacuring and Markets 
[CONTINUED FROM PAGE 68] 


of the month of January were forced to accept another irri- 
tant imposed by a teamsters’ strike which for a time inter- 
rupted the flow of materials from warehouse to shoe faciory. 
Fortunately for most companies, however, they had enough 
leather on hand to continue cutting, although they were 
forced in many cases to improvise ways of transporting the 
finished shoes from factory to shipping point. 

Orders from merchants have slowed up somewhat and, 
though coinciding with the recent weakness in the hide 
market, seem to be due, not to hopes of a price decrease 
as much as to a general slackening of retail trade because 
of the stormy weather which has swept much of the coun- 
try in recent weeks. Through it all, however, there has 
been a steady demand for children’s shoes, for men’s work 
shoes and for the medium grades of men’s and women’s 
dress footwear. 

Though not urging it directly on its membership, the 
New England Shoe and Leather Association devoted a part 
of its mid-January bulletin to a discussion of the advantages 
and disadvantages of pension plans for workers, calling 
attention to the fact that such plans have been adopted 
recently by two of the country’s largest shoe producers and 
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pointing out that pension systems, in general, are “becom- 
ing increasingly important in many industries.” 





Editorial Outlook 


[CONTINUED FROM PAGE 56] 


touch of personal interest in the customer’s problem, 
such as an offer to telephone her when the size or style 
she wanted but could not find, is again in stock, are 
routine gestures that cost nothing but may yield a rich 
return. 

One way—perhaps the best way—to cut costs per 
transaction is to increase the volume of unit sales. And 
the best way to increase sales is to take good care of your 
customers. They can be influenced by good service and 
tactful, helpful salesmanship to buy more pairs per 
year. And most of them have friends and relatives who 
can also be influenced, indirectly, by the good impres- 
sion your store and service can create. 
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We haven't noticed any of Woman's Day 
advertisers climbing into foxholes at the threat 
of recession. To the contrary, they're foxy 
enough to realize the potential inherent in the 
$11,637,000,000 disposable income that 
our more than 3,000,000 housewives and mothers 
will spend in '48 satisfying the appetites of 
the 11,400,000 individuals who comprise 


their collective families: 


$ 229,000,000 for Shoes and Other Footwear 
1,258,000,000 for Clothing and Accessories 
114,000,000 for Jewelry and Watches 
188,000,000 for Personal Care 
1,459,000,000 for Household Operations 


Woman's Day baits your advertising trap with an editorial 
interest that produces the greatest single copy sale of any 
magazine in existence; that has pulled as many as 
600,000 reader letters and 700,000 requests for instructions 
(without advertising influence) in a single year. And, at 
the lowest page rate per thousand of any women’s service 
magazine. Here, with 71% of its circulation concentrated 
in cities of 10,000 and over, is the greatest concentration of 
price-conscious, economy-minded women in America. 


Advertisers who count costs court women who count pennies. 


FOUND MONEY—A satisfied pay-as-you-go advertiser writes: “So far, 
we* have received nearly 12,000 orders (for a $2.98 book) from this THE 
page, and the returns are still coming in. Naturally, I am greatly pleased 
with these results which I consider strong evidence of the responsiveness 
of Woman's Day readers.” * Name upon request. 


because buying is a woman’s business: 


a Homans Day is never done sling! 


February |, 1948 
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Navy Blue Glazed Kid 


for 


fine quality 
fashion rightness 


footwear beauty 





McNEELY DIVISION 


ALLIED KID COMPANY 


2651 North Fairhill Street, Philadelphia 
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hoe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Continuing Price Resistance Predicted 





Government Expert Tells NESLA Annual Meeting That Medium and 
Low Grades May Predominate in 1948—President Danahy 
Urges All Possible Operating Economies 


Boston, Mass. — Members of the 
New England Shoe and Leather Asso- 
ciation, at that organization’s annual 
meeting held here on Jan. 21, were told 
by J. G. Schnitzer, chief of the Textile 
and Leather Division, Office of Interna- 
tional Trade, United States Depart- 
ment of Commerce, that, while total 
pairage sales in 1948 will be about the 
same as in 1947 “and may even be 
slightly higher,” there will be consider- 
able change in sales by price classes. 
“I am of the opinion,” he said, “that 
the medium and low-priced lines, es- 
pecially the latter, will regain much if 
not all of the ground they lost during 
the period of shoe rationing and 
through August of last year.” 

Pointing out that near the end of 
1947, “there was a growing trend to- 
ward the use of substitutes for leather,” 
Mr. Schnitzer said: “This may expand 
still further during the present year 
in which event the production and con- 
sumption of leather will be curtailed to 
a somewhat greater extent than is now 
expected and that while consumers 
prefer leather in their shoes, the price 
differential is very important and when 
this becomes too wide, the public re- 
sorts to plastic, rubber or any other 
satisfactory substitute.” 

He predicted that 1948 production 
may show a slight decrease since, even 
with a 12 per cent decrease in 1947, 
production has been somewhat in ex- 
cess of demand and inventories are, 
presumably at least, beginning to pile 
up. He predicted a continuing “pres- 
sure on prices,” already indicated by 
“the reluctance of many retailers in 
accepting deliveries during recent 
weeks.” 

This importance of price was recog- 
nized also by Daniel J. Danahy, newly 
re-elected NESLA president, who told 
the meeting that 1948 will be one of 
“extreme eompetition” and that the 
challenge should be met by cutting to 
the bone all possible operating and 
overhead costs. This, he said, applies to 
tanners, shoe manufacturers and all 
classes of shoe retailers. 

He also announced that the first of 
New England’s two-a-year market 
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Tanners’ Council Makes Hotel 
Reservations for Leather Show 


New York.—Hotel reservations for the 
Leather Show, which takes place at the 
Waldorf-Astoria, here, on March 2 and 
3, are being handled through the Tan- 
ners’ Council of America, 100 Gold 
Street, New York 7, N. Y. 

In addition to the Waldorf, The Com- 
modore, Biltmore, Belmont-Plaza, Bar- 
clay, Lincoln and Capitol hotels have set 
aside rooms for use by exhibitors, shoe 
manufacturers, retailers and others who 
will attend the show. 

In order to avoid disappointment, 
reservations should be made through the 
Council without delay, specifying the 
hotel desired (with a second choice), 
arrival and departure dates, and the 
names of the individuals who will occu- 
py the rooms. 





weeks will be held in Boston during 
the week beginning April 4. 

Other speakers were Governor Rob- 
ert F. Bradford and Colonel Robert S. 
Allen of “Washington Merry-Go-Round” 
fame. 

All 1947 officers and eligible direc- 
tors were re-elected to serve during 
1948. In addition to President Danahy, 
they are: 

Vice-presidents, J. Franklin McEl- 
wain, Frank S. Shapiro and Paul O. 
MacBride; treasurer, A. W. Berkowitz; 
executive vice-president and secretary, 
Maxwell Field. Re-elected directors in- 
clude A. S. Burg, Felix Carr, Louis W. 
Cohen, John E. Daniels, Carl F. Dan- 
ner, Francis C. Donovan, William E. 
Doyle, Herman W. Goldberg, James T. 
Gormley, Harold Gould, Kivie Kaplan, 
N. P. Lyons, E. J. McCarthy, Charles 
H. Myers, William M. Page, D. Frank 
Quigley, Paul S. Rasmussen, Jack 
Sandler, Charles Slosberg, Alfred P. 
Walker and Clark L. Wilcox. Replacing 
those 1947 directors who have served 
for four consecutive years are Morris 
Borkum, George C. McIntyre, Paul H. 
Mason, Myer Saxe, George E. Shapiro 
and Benjamin Simons. 























Tobin Joins W. H. 
Steigerwalt, of Philadelphia 


PHILADELPHIA, Pa.—T. Dun Belfield 
and Windsor Belfield have announced 
that Gregory J. Tobin will join W. H. 
Steigerwalt of Philadelphia on Febru- 





GREGORY J. TOBIN 


ary list as a principal of that cor- 
poration. Mr. Tobin was formerly ex- 
ecutive vice-president of Shoes Asso- 
ciated, Inc., of which Steigerwalt is 
one of the member stores and Mr. 
Belfield its secretary. 

In July 1941, at the request of the 
War Department, Mr. Tobin’s services 
were loaned by R. H. Macy & Company 
to assist the Army in meeting early 
military footwear problems, After 
Pearl Harbor, his services were again 
requested for the duration of hos- 
tilities and he left Macy’s, where he 
had managed several departments, in- 
cluding men’s, boys’, children’s and 
girls’ shoes to devote his entire time 
to the Army. At the end of the war, 
Mr. Tobin received from the Secretary 
of War the War Department’s Citation 
for Exceptional Civilian Service in rec- 
ognition of his distinguished services 
in the development and operation of 
the Army’s footwear procurement 
program. 


Wisconsin Travelers 


Hold Easter Showing 


MILWAUKEE, WISC. The Easter 
showing of women’s novelties and chil- 
dren’s shoes of the Associated Shoe 
Travelers, of Wisconsin. will be held 
February 8, 9 and 10 at the Wisconsin 
Hotel, in Milwaukee, it was announced 
recently. 
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Shoe Colors For 
Fall Announced 


New YorRK — Fourteen colors for 
women’s shoes have been adopted for 
the 1948 Fall and Winter seasons by 
the joint committee of the Tanners’ 
Council of America, National Shoe 
Manufacturers’ Association and the 
National Shoe Retailers’ Association, in 
cooperation with the Textile Color Card 
Association. 

For merchandising purposes, the 
women’s shoe shades are classified 
under two captions, Town Colors and 
Campus and Casual Colors. 

Listed in the group for town wear 
are a dark brown, a dark green, a 
dark gray and the repeated colors, 
Brown Almond, Burnt Mocha, Gypsy 
Brown, Cherry Red, Admiral Blue and 
Fiesta Wine, also black. 

Specified for campus and casual 
wear are a Palomino tone, the repeated 
shades, Green Pepper and Turftan, as 
well as black suede and gold kid. Cher- 
ry Red in the town group is also rec- 
ommended for campus and casual 
shoes, 

The joint committee of tanners, shoe 
manufacturers and shoe retailers, in 
cooperation with The Textile Color 
Card Association, has also adopted 
fourteen colors for men’s shoes for 
Fall and Winter 1948, it was an- 
nounced. 

Under the heading of Colors for 
Smooth Leathers are a medium brown, 
a tar, a Burgundy type, a cherry ver- 
sion, a saddle tone and the repeated 
colors, Brandy Tan, Golden Harvest 
and Desert Sand. 

Colors for grained leathers comprise 
the medium brown and the Burgundy 
type mentioned above, as well as the 
repeated tone, Golden Harvest. 

Grouped under colors for reversed 
leathers are two dark browns, a light 
and dark gray, a cocoa tan and a dark 
blue. Black leathers are also specified 
for men’s shoes, 

Advance leather samples and names 
of the new colors for both women’s and 
men’s shoes will be sent later to The 
Textile Color Card Association’s mem- 
bers in the shoe and leather industry. 
The 1948 Fall Card for Women’s Shoe 
Leathers and the 1948 Fall Card for 
Men’s Shoe Leathers, to be issued later, 
will, as usual, portray the colors in 
leather swatches and contain merchan- 
dising notes as well. 





Says Informed Selling, Over- 
All Program Needs Of Industry 


New York.—The need for informed 
shoe selling by both manufacturing 
and retail salesmen, and a central, over- 
all industry program for promotion and 
advertising, was emphasized by Lee 
Langston, executive vice-president of 


the National Shoe Retailers Associa- 
tion in an informal, extemporaneous 
talk before members of the New York 
Association of Younger Shoemen, re- 
cently. 

The salesman is the crucial link in 
the industry chain, Mr. Langston said, 
for “if merchants and consumers 
bought only what they wanted to buy, 
this country would be in a state of per- 
petual depression.” The man at the 
fitting stool and the manufacturer’s 
representative need to be educated, he 
said. A good part of the responsibility 
for this education rests with the manu- 
facturer, since the shoe firm’s repre- 
sentative, who has an intimate knowl- 
edge of construction and style trends, 
can pass the information along to the 
retail salesman and thence to the con- 
sumer, 

Mr. Langston asserted that the well- 
informed salesman will sell three times 
as many shoes as the high pressure 
man. “It isn’t so much that the sales- 
man doesn’t know how to fit, he doesn’t 
know how to sell!” 

A second need of the shoe industry 
today, Mr. Langston said, is an in- 
tegrated, comprehensive, industry-wide 
plan for selling shoes to the consumer. 
He pointed out that such a plan would 
give advertisers basic points around 
which they could create an impressive, 
consistent campaign to educate the con- 
sumer to the range of values both im- 
plicit and explicit in footwear. Unless 
the shoe industry continuously is alert 
for opportunities to push forward, ex- 
pand and improve, it will stagnate, Mr. 
Langston said. 

The New York Association of 
Younger Shoemen is a group of young 
men in the New York City area en- 
gaged in shoe manufacturing. 





Leather Show Exhibitors 


New YorkK—The Tanners’ Council of 
America has announced that 86 booth 
spaces have been allotted to members of 
the council who will participate in the 
32nd semi-annual Leather Show, at the 
Waldorf-Astoria, New York, on March 
2 and 3, next. This number is an in- 
crease of six over the display of last 
September and, in order to accommo- 
date the larger number of exhibitors, 
the Exhibit Committee of the council 
has taken over the Jade Room at the 
Waldorf, in addition to the Astor gal- 
lery which was used last September to 
supplement the grand ballroom. 

Arrangements for the coming Leath- 
er Show are under the direction of the 
Council’s Exhibit Committee, which 
consists of the following: Dan Hickey, 
Surpass Leather Co., chairman; Fred- 
erick J. Blatz, Amalgamated Leather 
Co.; Daniel N. Gutmann, Gutmann & 
Company; Milton Hubschman, E. 
Hubschman & Sons, Inc.; Joseph W. 
Macpherson, John R. Evans & Co.; 
George H. Mealley, The Ohio Leather 
Company; Robert J. Mellin, A. C. Law- 
rence Leather Co. 





Dates to Remember 


Easter Showing, Associated Shoe Trav- 
elers, Wisconsin Hotel, Milwaukee, 
Wisc. February 8, 9, 10, 

Allied Shoe Products Exhibit for Fall, 
Belmont-Plaza Hotel, New York City. 

February 29, March |, 2, 3, 

Shoe Show, Shoe Travelers Association 
of Chicago, Morrison Hotel, Chicago, 
Hl. March |, 2, 3, 

Official Showing of American Leathers 
For Fall, Tanners’ Council of Amer- 
ica, Waldorf-Astoria Hotel, New York 
City. March 2, 3, 

Michigan Monthly Shoe Show, Michigan 
Shoe Travelers Club, Hotel Statler, 
Detroit, Mich. March 7, 8, 9, 

Shoe Manufacturer's Fall Opening, The 
Hotel New Yorker, New York City. 

April 10, 11, 12, 13, 14, 15, 1948 

National Shoe Fair, Morrison and Stev- 
ens Hotels, Chicago, Ill. 

April 26, 27, 28, 29, 

Fell Shoe Show, Central States Shoe 
Travelers, Muehlebach and Phillips 
Hotels, Kansas City, Mo. 


948 


948 


1948 


1948 


May |, 2, 3, 4, 1948 
Semi-Annual Shoe Show, Northwestern 
National Shoe Travelers Association, 
St. Paul Hotel, St. Paul, Minn. 
May |, 2, 3, 4, 1948 


Fall Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. May 2, 3, 4, 1948 

Fall Shoe Show, Southeastern Shoe Trav- 
elers, Hotel Sheraton, Augusta Ga. 


May 2, 3, 4, 5, 1948 
Fall Shoe Show, Pennsylvania Shoe Trav- 
elers Association, William Penn Hotel, 
Pittsburgh, Pa. May 8, 9, 10, I1, 1948 


Fall Shoe Show, Southwestern Shoe Trav- 
elers Association, Adolphus and Bake 
Hotels, Dallas, Texas. 

May 10, 11, 12, 13, 1948 

Michigan Annucl Summer Shoe Fair, 
Michigan Shoe Travelers Club, Hotels 
Pantlind and Morton, Detroit, Mich. 

May 16, 17, 18, 19, 

Second International Store Moderniza- 
tion Show, Grand Central Palace, 
New York City July 6, 7, 8, 9, 10, 


1948 


1948 





Stevens Is National Shoe Fair 
Headquarters in Spring 


New York.—The headquarters hotel 
during the National Shoe Fair, to be 
held in Chicago, April 26 through April 
29, will be The Stevens hotel, it has 
been officially announced. Because of 
prior commitments, no display rooms 
will be available in the Palmer House. 
For the Fall 1948 National Shoe Fair, 
however, the Palmer House will again 
be used as an exhibiting hotel and 
headquarters, it was revealed. 

The Stevens hotel, this Spring, will 
be the location of the headquarters for 
the National Shoe Manufacturers As- 
sociation and the National Shoe Re- 
tailers Association, as well as all meet- 


ings, luncheons, banquets and other 
functions. 
Correspondence and contracts for 


display space and information should 
be sent direct to George Gayou, Na- 
tional Shoe Fair, Palmer House, Chi- 
cago, Ill. 
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Neiman-Marcus Buyer Sees 
Spring Buying Up 20 Per Cent 

DALLAS, TeExas—“High colored opera 
pumps, thick platforms and flats are 
greatly in demand by the buying pub- 
lic of the Southwest,” says R. O. 
Alexander, shoe buyer for Neiman- 
Marcus, Dallas’ famed specialty store, 
known as “Saks Fifth Avenue of the 
West.” In discussing the popularity ef 
opera pumps, Mr. Alexander stated 
that he had stocked heavily on this 
item and had a line of eleven high 
colors in addition to a few pastels. He 
said buying among his customers had 
been brisk over the holidays because 
the high colors are being worn. 

The Neiman-Marcus executive said 
that the trend of buying was toward 
the closed toe and the low heel shoe, 
and that the Spring buying will un- 
doubtedly be at least 20 per cent more 
than last Fall. “Business in general,” 
he said, referring to shoes, “has been 
ahead of last year.” 

Buying in gold kid slippers and 
pumps has been especially heavy, ac- 
cording to Mr. Alexander. Gold kid 
has been most popular for casual and 
indoor wear. Christmas buying saw a 
great deal of purchases in fine evening 
wear. 

Mr. Alexander has been buyer for 
Neiman-Marcus for three and one-half 
years. The department now has 30 
sales people. 


Fifty-Three Years of Wear 
Proof of Good Shoes 


FaLus City, Nesp.—Any shoe dealer 
who may have trouble convincing his 
customers that it pays to buy good 
shoes, can cite the case of George Mar- 
tin of this city to back up his asser- 
tion. 

Mr. Martin paid $15 for a pair of 
high, black calfskin shoes in St. Louis 
back in 1894 (a very fancy price in 
those days) and has been wearing the 
shoe off-and-on ever since. They still 
are in service and have been half-soled 
only twice during their 53 years of 
service. The same year that he pur- 
chased the shoes Mr. Martin made a 
two-year jaunt which took him to every 
state in the union, Canada and Mexico, 
and wore the shoe every day. In recent 
years he wears them only on special 
occasions. 


Display Industries Hold 
Market Week in June 


CHICAGO, ILL.—The June, 1948, Mar 
ket Week, an annual event sponsored 
by the National Association of Display 
Industries, will be held at the Hotel 
New Yorker, New York City, from 
June 20 through June 25, 1948. Fal! 
and Christmas lines will be presented 
by members of the NADI. 
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SHOE BY SANDLER OF BOSTON 





NOW IN UNLIMITED RUANTITYL 


Good news for many of our patient friends who have waited 
so long for White Ivory Fibre, favorite material for all- 
white heels. We are now in a position to supply the 
maximum demand of White Ivory for your white shoe 
requirements. 
Good news too, for the millions of “Ladies in White”. 
White Ivory Fibre, built-up heels on white shoes is a must 
for them. 
If you want to profit in white shoe appeal, write and let us 


help you through your heel supplier. 


Bridgewater 


GEORGE O. JENKINS CO. poccschusett 
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Prominent Philadelphia Shoe Man Enlarges Operation 


/ we 








As it appears at night, the photo at left shows the ex- The seating arrangement shown in the right photo, of 
terior of the new Dr. Locke Shoes, of Stanley Berger, the men's and women's department, is said to serve 25 
well-known Philadelphia shoe man. A wide foyer, with per cent more people, with less effort, than the salon 
spacious displays at the side, leads to the fully-glassed type. Notice the lattice-work displays, giving a highly mod- 
entrance, which provides unobstructed visibility. ern and graceful effect while also serving to sectionalize. 


PHILADELPHIA, Pa. — Reputed to be 1617 Chestnut Street, Philadelphia, ex- Shoe Store occupied store space two 
the largest shoe store in cubic space clusively devoted to health and ortho- doors away. It is owned by Stanley 
selling one brand of shoes in its entire- pedic shoes for men, women and chil- Berger, president of the Middle At- 
ty is the new three-story building at dren. For many years the Dr. Locke lantic Shoe Retailers’ Association and 
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also the Philadelphia Shoe Retailers’ 
Association. The building stands 18 feet 
by 155 feet deep and, with the in- 
creased amount of space, facilities for 
expanded service has been made pos- 
sible. 

The store is tastefully planned in a 
simple and conservative manner aimed 
to give customers at once a feeling of 
satisfaction that they have come to the 
right place in their need for shoes to 
enable walking ease. The seating ar- 
rangement is suitable for open stock 
selling and in the opinion of the man- 
agement serves 25 per cent more peo- 
ple with less effort than the salon type. 
The lighting system is intended to give 
easy, soothing effect rather than the 
bright glow of the shoe salon. The 
counter-sunk shelves set into the side 
walls also gives better service to cus- 
tomers who are more interested in hav- 
ing their foot problems attended to 
than in enjoying ultra-modern sur- 
roundings. 

The staff of shoe salesmen, which has 
been increased 20 per cent, is especially 
trained to sell orthopedic shoes. They 
must understand foot problems in order 
to fit the proper shoe to the proper 
foot. Monthly meetings are held to keep 
abreast of new developments in last 
and foot problems that come up regu- 
larly in this type of shoe business. 
Every detail and request during the 
day’s business is noted and brought to 
the fore for discussion during these 
meetings. 

Executive offices are on the first floor 
mezzanine. The second floor holds re- 
serve stock and houses the mail order 
department from which circulars are 
sent to all rarts of the country as well 
as abroad at various periods during 
the year. Orders by mail have been re- 
ceived from as far west as Honolulu, 
south as Brazil, and north as Canada. 

The third floor has an extensive shoe 
repair department where shoes can be 
completely rebuilt by experienced mak- 
ers of shoes who can make shoe adjust- 
ments and revisions with expert pre- 
cision. 

The street windows have three low 
ivory-colored, tiered bases for display 
of shoes, with gold satin curtains lining 
the walls. 


“The move has been more than justi- 
fied by the response of the public,” 
stated Mr. Berger. 


In a tribute to Mr. Berger and his 
steady expansion since opening his first 
store on Chestnut Street in 1936, the 
Lockwedge Shoe Company has had 
printed a four-page booklet, complete 
with photographs of the new store and 
its owner and a text detailing the back- 
ground of both. Speaking of Mr. Ber- 
ger, who is president of the Mid-At- 
lantic Shoe Retailers’ Association and 
the Philadelphia Retail Shoe Mer- 
chants’ Association, the booklet says: 
“With three complete floors, this new 
Dr. Locke building is a fitting tribute 
to his ability and business judgment.” 
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Order your “Daniel Green Jrs. Now! 


These two high-style Flats typify 

Daniel Green Jrs.’ winning ways with teen-agers. 
In Blossom Pink, Heaven Bive, Poppy Red, 

Royal Blue, Wine, White or Black Satin. 
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Wells & Frost Incorporates 
After 51 Years, Buys Building 


LINCOLN, Nes. — Wells & Frost Co., 
Lincoln’s largest family shoe store, 
which was recently incorporated under 
Nebraska laws with authorized capital 
of $500,000, has purchased from J. C. 
Penney Co. the building at 1134 O 
street for $200,000. Fred N. Wells, 
president of Wells & Frost, said that 
the purchase was of an investment 
nature and that his company is satis- 
fied with its location at 128 North 
Tenth street, where it has operated 


for many years, but he added that 
acquisition of the O Street property is 
a protection against any major change 
which might occur in Lincoln’s shop- 
ping trends. 

Wells & Frost has been in business 
in Lincoln as a shoe store for over 51 
years. Several years before the war it 
expanded the frontage at the present 
location from 25 to 50 feet, put in air 
conditioning and added a boys’ wear 
department on the new balcony. Incor- 
porators listed in the recently filed 
articles are Fred N. Wells, Catherine 
Wells Newman and John F. Wells. 
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BURNS CUBOIDS 


are the California-made 
FOOT BALANCERS 


That you see advertised in 


@ GOOD HOUSEKEEPING 

@ LADIES’ HOME JOURNAL 

@ WOMAN'S HOME COMPANION 

@ AND IN PUBLICATIONS OF THE 
AMERICAN MEDICAL ASS'N. 


You also see them advertised over 
the signatures of the nation’s best 
shoe and department stores. Many 
dealer helps keep CUBOIDS moving 
all the time. For information about 
possible franchise, write 


BURNS CUBOID COMPANY 
Senta Ano California 














Nebraska City Has Record 
Shoe Sales in 1947 


SCOTTSBLUFF, Nes. — Sales of both 
men’s and women’s shoes in 1947 were 
up about 20 per cent over the preced- 
ing year in Scottsbluff (pop. 33,917— 
1940 census), according to Pat Pum- 
phrey, chairman of the retail division 
of the chamber of commerce. Charles 
Zoeliner, who has operated a men’s 
store in Scottsbluff since 1906, said that 
1947 sales set a new all-time record. 
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Notice! ANCORBOND 39nicle Binding 


COMPO or CEMENTABLE SHOES 
1S PATENTED No. 2,154,135 


and Canadian Patent No. 385,554 


You will want to respect the principles and advan- 
tages this creates. It is our intention to rigorously * 
protect our interests, wherever they appear. 


* 


* 
SOLD EXCLUSIVELY BY 


paren Hits Peak 


| WASHINGTON——Shoe and slipper out- 
| put in October, attaining a peak level 
for 1947, totaled 47 million pairs, ac- 
cording to the Bureau of the Census, 
Department of Commerce, here. This 
output was 15 per cent more than the 
41 million pairs produced in September 
and approximated the output in Octo- 
ber, 1946. 

Shipments of 48 million pairs of shoes 
and slippers in October were valued at 
| $174 million, an average price per pair 

shipped of $3.67. In September, ship- 

ments totaling 42 million pairs were 
valued at $155 million and in October, 

1946, shipments of 47 million pairs were 

valued at $150 million. The average 

price per pair shipped in September 
was $3.72 and in October, 1946, it was 
| $3.20. 
| A report from the Dominion Bureau 
| of Statistics, in Ottawa, Canada, shows 
| that Canadian shoe production in Octo- 
| ber decreased slightly from the preced- 
ing month and more substantially in 
comparison with October, 1946. Pro- 
duction in October amounted to 2,860,- 
| 723 pairs, off 1,097 from September, and 
| 911,869 pairs less than the same month 


This binding allows better anchorage and better bond of 
cement between Insole and Outsole, makes tighter shanks 
and toes, also saves buffing operation, which frequently cuts 
stitches, causing cripples, etc. 


* STONEHAM 80, MASS. 


when used on 
Insoles or Shoes 
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wt 47 Million away 


October 31, Canadian shoe production 
totaled 30,288,937 pairs, as compared 
with 36,545,071 pairs in the correspond- 
ing period of 1946. 

Compared with the September output, 
the Washington report states, all kinds 
of footwear showed increased produc- 
tion. Women’s shoes, sandals, and play- 
shoes, comprising approximately 50 per 
cent of the October output of these 
types of footwear, totaled 19 million 
pairs, 7 per cent more than the Sep- 
tember production. Men’s shoes pro- 
duced in October totaled 10 million 
pairs, 17 per cent more than the Sep- 
tember output. The usual Christmas 
trade demand for housewear slippers 
and athletic shoes is reflected in the in- 
creased output of these types of foot- 
wear. Slippers for housewear, pro- 
duced in October, totaled 6 million pairs 
and athletic shoe output totaled 492 
thousand pairs. In comparison with 
September, production of housewear 
slippers increased 41 per cent and ath- 
letic shoes increased 25 per cent. 

Comparative production figures for 
October and September, 1947, and Octo- 
ber, 1946, and the per cent of change 








in 1946. For the ten months ended are shown in the following summary: 
Percent of Change, 
Production October 1947 
(thousand pairs) Compared With 
Kind of Footwear ss —e BY : Se ee ee ~ 
October 1947 Sept. 1947 October 1946 Seetentes | October 
(preliminary) revised revised) 1947 1946 
Shoes and slippers, Total. . . 46.744 40 , 826 '47 469 14.5 — 1.5 
Shoes, sandals, and playshoes 40,100 36,035 139 , 539 11.3 1.4 
Men's ae 10,344 8,812 9.112 17.4 13.5 
Youths’ and boys’. 1,815 1,587 1,763 14.4 2.9 
Women's 19,250 18,053 21.102 6.6 — 8.8 
Misses’ . 2.760 2.360 2,252 16.9 22.6 
Children's 2.506 2,151 2.064 16.5 21.4 
Infants’ 1,902 1,692 2.060 12.4 — 7.7 
Babies’ 1,523 1,380 1,186 10.4 28.4 
= »pers for housewear : 5,913 4,186 7.234 41.3 —18.3 
letic . 492 395 394 24.6 24.9 
om foot wear. 239 210 302 13.8 —20.9 
Minus sign (—) denotes decrease. 
1 Includes 171,000 pairs of shoes made on Government contract. 
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A Wedding Gift for the Prince 





London, England.—"The royal and an- 
cient game of golf’ was represented 
among the gifts received by Prince 
Philip, Duke of Edinburgh, on the occa- 
sion of his marriage to Princess Eliza- 
beth. A pair of golf shoes {see photo) 
made by Lotus Shoes, Inc., was a part 
of the wedding gift presented to the 
Duke through the Northampton Shoe 
Manufacturers. 


New Men’s Shoe Buyer for 
Foreman & Clark Chain 


Los ANGELES, CAL.— Frank Stucky 
has been appointed buyer of men’s 
footwear for the entire Foreman and 
Clark chain. He replaces Stanley F. 
Smythe, who resigned to join Stone- 
Tarlow Co., Inc., as West Coast sales 
representative. 

Mr. Stucky, who has been buyer of 
men’s headwear for Foreman and 
Clark for five years, will continue in 
this capacity. Prior to joining the 
firm he was with Silverwood’s for six- 
teen vears. 


Adds Innes Shoe Company 
To Growing California Chain 


Los ANGELES, CaL.—Paul M. Seigel, 
president of the Reliable Shoe Com- 
pany, Inc., has announced that his firm 
has acquired the controlling interest in 
the Innes Shoe Company from William 
Innes, founder and owner. Mr. Innes 
will remain in the firm as an active 
member, Seigel said. 

There are two stores in the Innes 
group, one at Seventh and Olive in 
downtown Los Angeles, the other in 
Pasadena. Both feature ladies’ quality 
footwear. 

Headquarters of the fast-growing 
Reliable chain, which is now located in 
Fresno, will be moved to Los Angeles. 
The firm owns three stores and seven 
leased departments, and with the ex- 
ception of a leased unit in Alhambra, 
all are located in Central California. 

Mr. Seigel also announced that the 
name of the entire Reliable group will 
soon be changed to Innes Shoe Com- 
pany. 
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Before joining the California organi- 
zation in July 1946, Mr. Seigel was an 
executive in the O’Connor Goldberg 
Shoe Stores in Chicago for 28 years. 
He said, “We feel extremely fortunate 
to own a shoe store with the wonder- 
ful reputation that has been built up 
over many years by Mr. Innes. I am 
also proud of the famous lines which 
the store features exclusively in this 
community. Another advantage is the 
location of the downtown store. I 
consider the corner on which it is situ- 
ated the best location of any retail shoe 
firm in all of America.” 


He added that he expects to open 
more Innes stores in suburban Los An- 
geles areas. 

Co-partners with Mr. Siegel in the 
Reliable organization are J. H. Mitten- 
thal, founder; Al Friedman and Al 
Diamond. 


Former Shoe Buyer 
Opens Retail Shop 

Los ANGELES, CAL. — D. F. “Bill” 
Blaney, who was assistant men’s shoe 
buyer for Gude’s for 25 years, recently 
opened the Blaney Foot Joy Shop at 
606 W. Sixth Street, here. 
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For Sales Impelling... 


POINT OF PURCHASE DISPLAY ; 






TERRITORIES 


THE SHOE DISPLAY DE LUXE 


“Dumb Clerk” does a mammoth 
job of selling at point of purchase. 
Holds shoes in attractive posi- 
tion, either on walls or extended 
from shelves. It's a beauty! Inex- 
pensive, too! It will pay salesmen 
to write for territories and prices. 
Shoe dealers write for information. 


DumsB CLERK 


C. M. BYE, Mgr. 
OSSEO, WISCONSIN 








the fastest selling . 
most powerfully promoted 
casual shoe line in America 


Styles for Men, Women and Boys. 








To retail at 4.95 








Will Leaves Shoe Store 
And Income to Employees 


Boston, Mass.—Two long-time em- 
ployees of W. T. Faunce & Son Co., 
which has operated a small retail shoe 
store for men for many years at 7 Elm 
Street, in this city’s North End, have 
been left not only the entire business 
but, as well, a share in the income from 
an estimated $750,000 estate left by 
the store’s owner, the late Edward P. 
Faunce of Brookline, Mass., who died 
Dec. 21 and whose will was admitted 
to probate at Dedham, Mass., on Jan. 
15. Mr. Faunce also owned and op- 
erated a towel service company in 
Providence, R. I., which he left to an 
employee of that company. 

The two new owners of W. T. Faunce 
& Son Co., are Merton H. Caldwell, 
who was employed as a stock boy in 
1896 and has been manager for 43 
years; and Mary J. Gray, secretary of 
the company, who has been employed 
there for 43 years. 

The business was founded by W. T. 
Faunce, father of Edward P., as a re- 
pair shop, originally located on Court 
street. Later custom shoemaking was 
added and the location moved to 335 
Washington street. Still later, regular 
lines were added and the store location 
was changed to Elm street where it 
now is and where it has served mem- 
bers of the bar, public officials and 
leading business men for many years. 
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Shoe Store Honored by 
Rochester Merchants Council 


ROCHESTER, N. Y.—For more than a 
century of continuous retail service to 
the community, the Retail Merchants 
Council of the Rochester Chamber of 
Commerce has presented a scroll to 
William Eastwood & Son Company, 
shoe store. 

The Eastwood firm was founded 107 
years ago—in 1841. The scroll was pre- 
sented to Howard D. Peer, a member 
of the firm, by Theodore F. Lemm, new 
chairman of the Retail Merchants 
Council and vice-president and general 
manager of E. W. Edwards & Son. 

Mr. Lemm succeeded Madison W. 
Pierce, president-treasurer of East- 
wood’s, in the council presidency. 





New York Board of Health 
Regulates X-Ray Shoe Fitting 

New York — Retailers using X-ray 
shoe fitting machines in New York 
City will have to obtain a $5 permit 
for each machine, beginning March 1, 
according to a ruling passed recently 
by the Board of Health. Regulations 
on the use of X-ray machines also pro- 
vide for periodic inspection. 

In detail, the Board of Health deci- 


sion created the following rules govern- 
ing the use of X-ray machines for shoe 
fitting: 1) Machines must be shielded 
for the protection of the public, cus- 
tomer and operator; 2) A sign must 
be posted on the machine stating that 
examinations are limited to three in 
one day and not more than 12 in a 12- 
month period; 3) The machine must 
conform to the safety code for indus- 
trial use of X-rays as outlined by the 
American Standards Association; 4) 
Machine operators must be informed of 
the potential dangers in its operation. 





Liquidates New York 
Retail Shoe Business 


New YorkK—Sol R. Feller, veteran 
shoe retailer of New York City, has 
liquidated his business on Catharine 
Street after twenty-six years. 

During 1935 and 1936 he was in 
the wholesale business located on 
Duane Street, under the name of the 
Hu-Man Shoe Co., Inc. 

Mr. and Mrs. Sol R. Feller will be 
vacationing at the Carlton Hotel at 
Miami Beach, Fla., beginning with the 
month of February and will celebrate 
their twenty-sixth wedding anniver- 
sary at the National Casino in Havana, 
Cuba, on February 21 with relatives 
and friends. 
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Eight New Hosiery Colors 
For Spring 


New York—Ejight new shades are 
presented by the Textile Color Card 
Association in its Advance Confidential 
Hosiery Card for Spring 1948. The col- 
lection comprises Pastel Nude, Glace 
Mocha, Morning Mist, Brown Shadow, 
Town Smoke, Bronzlite, Bludusk and 
Navy Lustre. In commenting upon this 
increased number of shades for the 
coming Spring and Summer. Mrs. Mar- 
garet Hayden Rorke, managing direc- 
tor of the Association, explained that 
the well-groomed woman now shows 
greater discrimination in the selection 
of her hosiery wardrobe. 

The following suggestions for co- 
ordination of these hosiery colors with 
leather colors are made by the T. C. 
C. A.: Pastel Nude with shoes in 
golden Palomino, Rancho Tan, Summer 
Cream, white and the lively resort col- 
ors, Gaygreen, Redflame and Sunblu, 
as well as all pastel leathers; also 
with Burnt Mocha, Turftan, brown or 
black dressy shoes and evening sandals 
in gold, silver, pastel or brilliant jewel 
colors. Glace Mocha with shoes in 
Brown Almond, Green Pepper, Gypsy 
Brown and Burnt Mocha. Morning 
Mist with shoes in Misty Grey, Cherry 
Red, Redflame, Admiral Blue, Sunblu 
or black. Brown Shadow for shoes in 
Town Brown, Gypsy Brown, Green 
Pepper, Cherry Red, Misty Grey or 
black. Town Smoke, neutral accent to 
shoes in Misty Grey, Admiral Blue, 
gunmetal leathers or black. Bronzlite, 
a gleaming note with dressy bronze 
shoes for cocktail, dinner and evening 
wear; also with Brown Almond, Green 
Pepper, Gypsy Brown or black. Blu- 
dusk, harmonious with shoes in Ad- 
miral Blue or metallic blue leathers 
and with Cherry Red or Misty Grey 
shoes when worn with greyish blue or 
navy costumes. Navy Lustre for shoes 
in Admiral Blue. 


Control of Sbicea, 
Philadelphia, Changes Hands 


New York — A group of stockhold- 
ers, headed by Harold H. Callahan, 
have attained operating control of 
Sbicca, Inc., of Philadelphia, and have 
changed the name of the firm to Cellini, 
Inc., it was learned recently. Mr. Calla- 
han has announced his resignation as 
New England and New York sales rep- 
resentative for the Selby Shoe Com- 
pany, to assume the positions of presi- 
dent and general sales manager of 
Cellini, Inc. 

The newly organized firm will manu- 
facture women’s shoes under the brand 
name of Frank Sbicca, despite the 
change of name, it is reported. Mr. 
Callahan stated that the change in 
control of Sbicca, of Philadelphia, in 
no way affects the California Sbicca 
firm, between which there is no con- 
nection. 
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THE GOLF SHOE SPIKE 


WITH THE Br1a0e EYELET 


% BRASS Eyelet has anchoring 
holes in addition to prongs to 
prevent turning or twisting in 


that 


sole. 

% You don’t see it, but it’s the 
eyelet inside the sole 
counts! 


*% NO RUST - NO CORROSION— 
Case-hardened steel spikes al- 


The Government specified brass for metal in 
shoes. You might as well have the best — # 


Mo Or 


MEN'S JUMBO 


Turf Hugger Golf Spikes exclusively 
used in Avon Tru-Stance Golf Soles 


WHEN ORDERING GOLF SHOES — SPECIFY 
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New York Travelers 
Hold Annual Dinner 


New York.—Over 100 members at- 
tended the annual meeting of the Boot 
and Shoe Travelers of New York, held 
recently at the Hotel Collingwood. 

Officers of the organization, who were 
re-elected, are: William H. Burger, 
president; William Monsees, first vice- 
president; O. E. Hoskinson, second 
vice-president; Charles Havranck, sec- 
retary-treasurer; and Herbert Spahn, 
assistant secretary. The 1948 board of 
directors is composed of the officers and 


also Thomas England, Henry Cowgill, 
Henry Kaye, Anthony Favor, George 
Ecclesine, and John Gitty. 

Committee reports showed 52 new 
members were inducted during 1947 
and that the past year had resulted in 
a satisfactory condition of the treasury. 
The annual golf tournament and din- 
ner was authorized during the meeting. 


Shoe Salon Opened 


SHREVEPORT, La. — Kay’s Shoes, a 
new salon type shoe store, will open 
February 1 at 317 Texas Street, it has 
been announced. 
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All prices net, F.O.B., Charlotte, N. C. 
Delivery within 30 days of receipt of order. 


Manufactured by 


CLAUSEN & CO., INC. 


Charlotte, N. C. 


P. O. Box 2058 


#1501 . . . 24K Gold Kid. Lined 
with white kid— $4.75 
#1511 . . . Same style 


uppers, 
construction with ¥g"" heel 
for street wear— $4.75 


Sizes 4 to 9, half and full, 
a4 8. 


#1051-#1021... 

All leather sole and up- 
pers. 

Colors: Red, Black, 


White, Pepper Green, 
Royal Blue, London Tan, 
Brown— $1.77 


In gold kid uppers— 
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Manufacturers : = oo Wan ted 
for PX’s and SHIPS SERVICE STORES 


@ We are interested in securing on a strictly exclusive 
arrangement, for the above outlets, the following 
lines of men's appore!, and will work on o commission 
basis. We have been successfully selling this field 
for many years; our organization has produced results, 
and can get you volume business: 


SHOES * SLIPPERS 
MOCCASINS @ CASUALS 
BOX NO. 322 BOOT AND SHOE RECORDER 


(no credit risk) 
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OSMIC CHEMICAL CO. BROCKTON, MASS. 








Financial Statements 


Nunn-Bush Report Shows 
High Sales With Lower Income 


MILWAUKEE, Wisc.—The Nunn-Bush 
Shoe Company and subsidiary in its 
annual report disclosed that while its 
sales volume had increased materially 
in the year ended October 31, net prof- 
it had declined. 

J. B. Buchanan, president of the 
firm, which has plants in Milwaukee, 
Edgerton and Whitewater, said that 
the price of leather, the company’s 
principal raw material, had more than 
doubled in cost in the last year. 

The annual report, addressed to the 
Nunn-Bush stockholders, associates and 
workers, said the company had sales 
of $15,766,379 in the 1947 fiscal year, 
compared to $12,041,929 in the preced- 
ing year. Net earnings for the 1947 
year were $428,539, compared to $476,- 
042 in the 1946 year. 

Mr. Buchanan said that out of every 
dollar of net earnings for the year, 
4lc went for taxes, 7c for the retire- 
ment fund, 6¢ to preferred stock 
holders, 17¢ to common stock holders 
and 29¢c was retained in the business. 

Workers, he said, after serving two 
years with the company as employes, 
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have the privilege of becoming “associ- 
ates,” working for a share of produc- 
tion rather than an hourly wage. 

As a result of the rise in leather 
prices the company explained that it 
had adopted a new inventory method, 
effective November 1, valuing at cost 
on the basis “last in, first out.” At the 
beginning of the year, leather wae 
valued at cost on the basis of “first in, 
first out,” less provision for obsoles- 
cence. The effect of the change, the 
company said, was to reduce the clos- 
ing inventory by $340,877 and the net 
earnings for the year by approximately 
$144,000. 


Julian & Kokenge 
Profits Drop 


CINCINNATI, O.—The Julian & Ko- 
kenge Company, Columbus shoe manu- 
facturers has notified the Cincinnati 
Stock Exchange of net ‘ncome of $405,- 
813 for the fiscal year ended Oct. 31, 
compared with earnings of $424,444 for 
previous year. 

The balance sheet, as of the report 
date, listed current assets of $3,229,- 
614 and current liabilities of $760,144. 


earlier these figures were $3,- 
and $713,876 respectively. 


Joyce Profits Down, Sales Up 
In Fiseal Year Ended Aug. 31 


Los ANGELES, CAL.—In his annual 
report to stockholders, William H. 
Joyce, Jr., president of Joyce, Inc., re- 
ported net profits for the fiscal year 
ended Aug. 31, last, amounted to $94,- 
236. This compares with $120,703 for 
the preceding year. 

Sales for the year aggregated $5,- 
047,298, against $3,345,058 in the pre- 
ceding year. 

The executive pointed out that the 
year was one of expansion, during 
which the company opened two addi- 
tional plants of its own and three con- 
tract plants. 


A year 
139,735 





Ohio Leather Nearly 
Triples Profits 


Grrarp, 0.—The Ohio Leather Co., 
Girard, near Youngstown, has reported 
net profit of $1,069,601 for the fiscal 
year ended October 31, as compared 
with net profit of $364,903 in the pre- 
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vious fiscal year. 

Consolidated profit and loss summary 
showed an operating profit, after de- 
ducting expenses of $1,875,055, com- 
pared with $635,387 a year before. It 
provided $59,541 for depreciation of 
plant and equipment. The company 
provided $814,106 for federal income 
taxes as against $268,000 the previous 
year. Balance sheet showed total cur- 
rent assets of $4,520,547 and total cur- 
rent liabilities of $1,750,456. 

In his letter to stockholders, Presi- 
dent Frederick H. Becker said, “The 
present raw material market, owing to 
the demands for light weight leather 
for women’s shoes, is a little out of bal- 
ance, and light skins cost more than 
heavy skins. Until former foreign 
raw material offerings can be pur- 
chased to augment our domestic sup- 
ply, light skins will no doubt continue 
to be scarce.” 

He warned of possible effects of cuts 
in import duties on shoes and leather. 
“Countries needing dollars will no 
doubt try to sell their leather in this 
country, and experience has shown us 
that cheap European labor, material 
and subsidies can make very unde- 
sirable competition.” 


Keith Warns of Recession In 
Statement to Stockholders 





Brockton, Mass.—The consolidated 
sales of the George E. Keith Company, 
as reported in the annual letter to 
stockholders, amounted to $16,080,708 
for fiscal year ended October 31, 1947. 
This was an increase over the previous 
year of $1,078,740, coming largely from 
higher prices, it was pointed out. 

Net profits, according to the state- 
ment, were $540,416, after discounting 
depreciation, federa] taxes on income 
and appropriations to the reserve for 
contingencies. 

“In looking forward to 1948,” said 
Harold C. Keith, president, “our com- 
pany faces an extremely high market 
for both upper and sole leather, neces- 
sitating higher prices which, obviously, 
are restricting retail sales and, in turn, 
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No “blood and thunder” ... Porents, 
churches and school groups revolt against it .. . 


our comics are the kind you would not mind your 
own children reading. 
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production. While prices may still go 
higher temporarily, we know there will 
be a recession in the future with at- 
tendant losses, which may well come 
before the end of 1948.” 


United States Leather Report 
Shows Income Up In 1948 


New York.—The annual report of 
the United States Leather Company 
for the year ended October 31, 1947, 
showed net sales of $32,443,346.41, and 
a net income, after provision for taxes, 
of $3,099,939.66. 

After appropriations from net in- 
come for expansion, contingencies and 
possible inventory losses, the balance of 
consolidated net income for the current 
fiscal year was $1,599,855.11, as com- 
pared to $769,947.48 for the previous 
year. 





Edison Bros. Report 
Record Sales 


Sr. Louis, Mo.—With 188 stores in 
operation at the close of the year, 
Edison Brothers Stores, Inc., reports 
record sales for one month as well as 
for the year. Consolidated net sales 
for December amounted to $8,063,739, 
an increase of 11.39 per cent, compared 
with $7,239,124 for December, 1946. 

Total net sales for the year amounted 
to $70,942,523, compared with $65,670,- 
766 for 1946, an increase of $5,271,757, 
or 8.03 per cent. 


Confirms Price Cuts 


St. Louts, Mo.—Chester Reith, presi- 
dent of the Juvenile Shoe Corporation, 
recently confirmed reports of price cuts 
on three of the firm’s lines, in a state- 
ment to the RECORDER. 

The reduction in wholesale prices is 
35 cents a pair on three groups of 
shoes for nurses, making the new retail 
price $7.95, or lower by $1 at retail. 
Prices of other shoes are not affected. 

Those to sell at lower prices are made 
of suede kid and crushed kid with 
leather sole, which now sell at whole- 
sale for $4.90 and the crushed kid with 





and prices 





plastic sole for $4.75 wholesale. The 
other style numbers are made up in 
bucko, with a wholesale price of $5.40 
and a retail price of $8.95 and high 
heel elk and glove elk $4.75 wholesale; 
low heel elk $4.65 to retail at $7.95. 

The reductions were effected, accord- 
ing to Mr. Reith, as a result of stream- 
lining operations in the Aurora, Mo., 
factory. 


International Profits Rise 


St. Louts, Mo. — Final computations 
of earnings and production of Inter- 
national Shoe Company's fiscal year 
ended November 30, 1947, reveal a net 
profit of $14,002,017, compared to a net 
profit of $5,448,781 for fiscal 1946. The 
profit shown in this latest annual re- 
port of the company represented the 
first year’s operation in which the firm 
was free of wartime government con- 
trols on hide, leather and shoe prices. 

The dollar value of snoes shipped to 
customers exceeded “any past year 
by a considerable margin,” the report 
stated, noting that the 1947 total was 
$212,918,192, compared to $155,642,087 
in 1944 and $135,031,487 in 1946. In- 
cluding the company’s tanneries, rub- 
ber plant, cotton mill, welt manufactur- 
ing unit and other supply operations, 
the total value of all company products 
came to $304,357,684, compared to 
$202,458,992 for the preceding year. 

In terms of individual shares of 
stock outstanding the 1947 earnings 
amounted to $4.11 and a $2.25 dividend 
was paid during the year, though the 
rate was increased last January 1 to 
$3. The $3 rate represents a return to 
the highest dividend previously paid 
on the present stock. 

The total production of 54,000,000 
pairs of shoes in the company’s 55 shoe 
factories in 1947 represents approxi- 
mately 11 per cent of all the shoes 
manufactured in the nation. This figure 
represents a 14 per cent increase over 
the previous fiscal year, while the shoe 
industry as a whole had a receding 
production last year approximately 10 
per cent below the preceding year. 
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S GERDA Protects ous Mark- Up? 
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Best way we know to 
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volume up is to keep 
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Recently remodeled store front of the downtown Conformal Shoe Store of 
Detroit. The modernistic design of gray marble features double width display 
windows which are set in aluminum stainless steel. The doors at each side are 


of Herculite glass. 


Sr. Louts, Mo.—O. T. Watkins, op- 
erator of the Conformal Shoe Store on 
“shoe row” in downtown Detroit, 
traces his need for the recent expan- 
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sion of the store area—twice its former 
size—to the successful use of a highly 
personalized service. Successful appli- 
cation of a personalized service, Mr. 





Watkins believes, has been responsible 
for the store’s rapid growth since its 
opening in 1944. 

To keep in close touch with their 
customers the store maintains a card 
file of past purchasers who receive 
folders and other advertising matter at 
regular intervals. The store also is a 
co-sponsor of the “Lady of Charm” 
radio show in Detroit and uses some 
newspaper advertising. 

Of paramount importance, however, 
in the continuing success of the store, 
are the enlarged modernistic quarters. 
The gray marble front features double 
width display windows set in aluminum 
stainless steel across almost the whole 
width of the store with a door at each 
side constructed of modern Herculite 
glass. 

Overhead swirl spotlights are ar- 
arranged so that some particular shoe 
can be given double or triple illumina- 
tion without detracting from the over- 
all lighting for the entire window. The 
outside sign is in stainless steel letters, 
set over the latest type of all-aluminum 
steel awning, one of the few stores in 
the city with this latest type awning. 

Construction of the lighting equip- 
ment is such that a special display unit 
in the center of the store interior can 
be brightened up by using several of 
the overhead window swirl spots. The 
color scheme for the interior is maroon, 
canary yellow and chartreuse. Pan- 
elling is in bleached blond mahogany 
with the floor full carpeted from wall 
to wall. There are 35 customer chairs, 
all upholstered to match the rest of the 
shop’s decorations. 





Stage Contest for Name of Shoe 
Shop to Be Opened March 1 


ROANOKE, VA.—A new shop in the 
State and City Bank Building will be 
opened on March 1 by Children’s Foot- 
wear, Inc., a recently formed corpora- 
tion here headed by Sam Shapiro, 
president. 

The shop will specialize in the fitting 
of shoes for children. 

At present a contest is being con- 
ducted to select a name for the store. 
The winner will receive $50 for his 
entry, and the contest will close Janu- 
ary 20. Suggestions should be mailed 
to P.O. Box 937. 

Milton Galaner, formerly of Balti- 
more, Md., has been named manager of 
the new store, which will front on First 
Street, S. W. 


New Shoe Salon Opened 


CLEVELAND, O.—Engel & Fetzer Co., 
here, recently opened its new shoe 
salon, under the direction of Roy Lay- 
man, the new buyer. The following 
shoe salespeople have also joined the 
department: Ralph Mills, Ralph 
Cooper, Louis Cabot, Elizabeth Schwab, 
Josephine Meng, and Rita Olsen. 
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Obituaries 


Fred H. Kratt 


ToLepo, O.—Fred H. Kratt, 73, who 
operated one of Toledo’s oldest retail 
shoe stores, which his father, Frederick 
Kratt, founded in 1865, died Dec. 31 
after a four-week illness. 

He and his three brothers, Albert, 
Will, and John, took over the firm as a 
partnership, and the name was changed 
to Kratt Brothers. It continued under 
that name even after Fred Kratt be- 
came sole owner in 1929. For more 
than 55 years the store had been lo- 
cated at 416 Monroe Street, in down- 
town Toledo, but was closed when Mr. 
Kratt became ill early in December. 

His son, Clarence, two sisters, and a 
brother survive. 


Frank P. Greene 


PitrsrieLtp, N. H.—F rank P. Greene, 
87, who founded the Pittsfield Shoe 
Company in 1894 and was elected 
president of the concern several years 
later, died January 6. 

He was born in Pittsfield, the son of 
David L. and Hannah (Tilton) Greene, 
and was educated at Pittsfield Acad- 
emy. He represented the town in the 
Legislature in 1919 and 1920 and was 
a former member of the Board of 
Selectmen, as well as being the oldest 
trustee of the Pittsfield Savings Bank. 

Survivors include several nephews 
and nieces. 


Walter T. Moon 


BALTIMORE, Mp.—Walter T. Moon 
died at his home in Anne Arundel 
County after a long illness. He was 
79. Mr. Moon was long associated with 
the shoe business. 

The son of the late Richard and Mrs. 
Laura Ghomas Moon, he was born in 
Baltimore and educated in the public 
schools. At the end of his education he 
became a salesman for a shoe store, 
later becoming its manager. Even- 
tually, he operated his own shoe stores, 
one in Baltimore and the other in 
Washington. Some time after, he 
closed the stores, and became a travel- 
ing salesman for a shoe concern. He 
retired about twenty years ago. 


George Flemma 


Utica, N. Y¥.—George Flemma, 61, 
co-owner of Flemma Brothers Shoe 
Stores, 683 Bleecker and 180 Genesee, 
died unexpectedly at his home Jan- 
uary 2. 

Mr. Flemma was born in Italy and 
had lived in Utica since 1906. He had 
been in the shoe business since 1917, 
operating three stores, two here and 
one in Rome, N. Y. 
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~ Mr Shoe Admaker.. 


Youve a lot to say to the Trade/ 


Get yourself right down there on the 
retail level and give a hand to the 
man on the fitting-stool. He's in a 
tough spot — facing a keenly com- 
petitive situation which has many 
perplexing problems. He's asking 
| questions like mad . . . 


What's gonna happen tomorrow? 
How can I explain these prices? 
Which styles are moving fastest? 
Has your product new features 
worth talking about? Can't you 
give me a lift — with in-stock de- 
partments, promotion helps, mer- 
chandising ideas? Can't you help 
j me sell? 


You've had to answer questions like 
these before. Study any issue of the 
Recorder, and you'll see why retailers 
are hanging on to it like a life-pre- 
server in these troubled times. But 
they need specific information from 
you — your products, your policies, 
your plans. Give them what they 
need now — down-to-earth copy in 
your Recorder advertising. 


Everybody in shoes reads 


BOOT and SHOE 
er 


ecor 


A Chilton ® Publication 


100 EAST 42nd STREET, NEW YORK 17, N. Y. 





Mr. Flemma is survived by his wid- 
ow, three sons, a brother and a sister. 





J. Darsie Lloyd, Father 
Of Film Comedian, Dies 


BURCHARD, Nes. — J. Darsie Lloyd, 
83-year-old father of film comedian 
Harold Lloyd, who died recently in 
Hollywood, Calif., of pneumonia, com- 
plicated by heart disease, was a long- 
time Nebraska resident and was a shoe 
salesman in the Cornhusker state for 
about a quarter of a century before 
going to California in 1911. He also 
operated his own shoe store here at 
one time. 

Born in Illinois in 1864, Mr. Lloyd 
came to Nebraska with his parents as 


a small child, and his now-famous son, 
Harold, was born at the family home 
in Burchard. The Lloyds also resided in 
several other Nebraska communities 
while Mr. Lloyd was in the shoe busi- 
ness—Pawnee City, Beatrice and Oma- 
ha—before going west. 





Miss Lillie M. Patterson 


NEWARK, N. J.—Miss Lillie M. Pat- 
terson died recently after a short ill- 
ness. In 1935, Miss Patterson, with a 
partner, organized the Queen Quality 
Shoe Store in Newark. 

In 1944 B. Hehl joined the firm 
as partner. Miss Patterson’s place will 
be taken by Mrs. Marie Suppis, who, 
with Mr. Hehl, will direct operation 
of the store. 
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About Shoe People 


Ira Longini, president of the Longini 
Shoe Manufacturing Company, Cincin- 
nati, and Miss Evelyn Block, a secretary 
at Emery Industries, Inc., here, were 
married Jan. 9 by Municipal Judge 
Clarence E. Spraul at the Hamilton 
County courthouse. 

Mr. Longini, president of the shoe 
firm for 20 years is widely known in 
shoe circles. He is a graduate of 
Hughes High School and later attended 
University of Cincinnati. Miss Block 
was born in San Francisco, but has 
resided in Cincinnati for some years. 
The couple planned a honeymoon to 
New Orleans and Mexico. 


* * * 


Dr. Dave L. Cramer has sold his store, 
the Cramer Foot Comfort Shop, Denver, 
Colorado, to his brother, Lloyd G. 
Cramer, under whose direction it will 
continue. 

* * 7 

Ralph Hanson has been appointed 
manager of the men’s shoe department 
in Stuckey’s men’s and boys’ clothing 
store, 121 North Main Street, Rockford, 
Ill. He has been a traveling representa- 
tive of the Freeman Shoe Company for 
the past three years. 

. . . 


Harold Hoffman, salesman in Bowman 
Bros. shoe store for several years, has 
been named manager of the women’s 
shoe department in the Block & Kuhl 
Company department store, Rockford, 
Ill. 


Pt - . 


Ray Harden, 29 years of age, former 
Atlanta, Georgia, resident, has returned 
to Atlanta to become manager of Burt’s 
Shoe Store at 29 Whitehall Street, 
S.W. Mr. Harden replaces A. F. Gen- 
try, who has been promoted to regional 
manager of Birmingham stores for the 
parent company, Edison’ Brothers 
Stores, Inc. Mr. Harden left Atlanta 
six years ago to become assistant mana- 
ger of Edison stores in Portland, Ore- 
gon, and Seattle, Washington. Three 
years later he was promoted to the 
managership of a Chattanooga, Ala- 
bama, shoe store. 

. > 7 


Thirty-five ygars of service was the 
occasion for a _ testimonial luncheon 
given to Don Bigler of Johnstown, Pa., 
and Art Faust of Reading, Pa., by the 
G. R. Kinney Company, Inc., recently, 
in the Adelphia Hotel in Philadelphia. 
The luncheon was attended by 74 mem- 
bers of the organization, which held a 
sales meeting in conjunction with the 
luncheon. 

> > . 

Al Rice, salesman for Melcori Shoe 
Corp., recently left on an extended trip 
throughout the United States. Mr. Rice 
plans to cover the major cities in ser- 
vicing his accounts and to establish new 
contacts. 


New 
York office, located in Room 1602-1604 


During his absence from the 
at the Hotel McAlpin, Miss Eileen 
Keegan will be in charge. Miss Keegan 
was a former assistant buyer of wo- 
men’s shoes at B. Altman and Co., New 
York. 
. > = 

Russ Frownfelter, formerly with Gen- 
eral Shoe Corp., is now salesman for 
Melori Shoe Corp. Mr. Frownfelter’s 
territory includes the southwestern 
states of Texas, New Mexico, Arizona, 
Arkansas, Kansas, Louisiana and the 
city of Memphis, Tennessee. 


Benjamin D. Schwartz, president of 
Schwartz-Benjamin, Inc., and a director 
of The Guild of Better Shoe Manufac- 
turers, sailed for Europe on the S. S. 
America, January 21st. He will go to 
England, France and Italy where he will 
visit creators of footwear, apparel and 
accessory fashions in Continental fash- 
ion centers. 


Ed Younggren has been named mer- 
chandise manager of the shoe depart- 
ment at J. C. Penney, 400 W. Wisconsin 
Avenue, in Milwaukee, Wis. He was 
transferred from the Rochester, N. Y., 
Penney store. 

. 

Mory L. Kaufman, formerly of Clark 
Shoes, Wm. Hahn & Company, and A. 
S. Beck, of Washington, D. C., has 
joined the Conformal Shoe Store, in 
Philadelphia, as buyer-manager of 
shoes, hosiery and handbags. 


* 


J. M. Burd, of Mt. Pleasant, Iowa, re- 
cently sold the J. M. Burd Shoe Com- 
pany to Everett Moxley, who has been 
connected with the shoe store for a 
number of years. Mr. Moxley will oper- 
ate the firm under the same name. 


* a * 


Rene Guegan, International Shoe Ma- 
chine Corporation’s representative in 
France, is visiting the home office at 
Cambridge, Massachusetts. Greatly im- 
pressed by advanced production methods 
of American shoe manufacturing plants, 
M. Guegan expressed hopes that they 
will soon be introduced into his country. 


* * & 


Scotty Gardiner has resumed his 
duties as manager of Reed’s Shoe Store, 
120 North Main St., Rockford, Ilinois., 
after six months with the Peoria store. 
R. B. Hintermeister has been named as- 
sistant manager. 


* * * 


Archie P. Cone, president of the 
Stephen Putney Shoe Company, was 
elected to the board of directors of the 
State-Planters Bank and Trust Com- 
pany, Richmond, Virginia, January 8. 
He succeeds the late Tazewell M. Car- 
rington, Jr. 
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Joseph D. Schwartz, connected with 
the M & N Shoe Store, of Fort Wayne, 
Ind., for the past ten years, and for 35 
years associated with M. App & Sons 
Shoe Store in Fort Wayne, where he 
has been a life-long resident, has been 
appointed secretary of the Board of 
Works of that city by Mayor Henry E. 
Branning. 

+ x . 

John Leber, of the men’s shoe depart- 
ment, recently joined the ranks of the 
Quarter-Century Club of the May Co., 
here, composed of veteran employes. 

* = > 

Max Gould, shoe buyer of the Halle 
Bros. Co., Cleveland, has been elected 
vice-president of the Low Twelve Club, 
men’s Masonic organization in the store. 

> > ~ 

Frank Thomason, manager of Alien’s 
Shoe Store in Tulsa, Okla., has been 
named “Man of the Year” for Oklahoma 
by the shoe company because of excep- 
tional work in his district. 

* * * 

David S. Shier, who has had 12 years’ 
experience in the shoe business, has 
been named manager of the Marilyn 
Slipper Shop in Macon, Ga. A native 
of this city, Mr. Shier was formerly 
manager of Marilyn shops in Durham, 
N. C., and Knoxville, Tenn. He has 
been associated with the Marilyn or- 
ganization for the past six years. 

7. = = 

Harry Z. Gensemer has joined the 
leather products’ division of Borne- 
Serymser Co., Elizabeth, N. J. Mr. 
Gensemer is well-known to the trade, 
having been associated with the old 
firm of Gensemer & Salem, of Pine 
Grove, Pa., and in recent years, with 
the Boston Quartermaster Depot, as in- 
spector of leather and shoes. 

> : > 

S. Wispie and his son, Robert, have 
opened a family shoe store at 12009 
Garfield Ave., Hollydale, Cal. They will 
feature nationally advertised and 
branded lines of footwear. Mr. Wispie, 
senior, was general store manager at 
Goldblatt Bros. in Chicago for many 
vears. : 
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Joseph M. Nakin recently purchased 
the Holtzman Boot Shop on Crenshaw 
Blvd., Los Angeles, Cal. The name of 
the store has been changed to Nankin 
Bootery. 


Louis Zipkin was recently appoint- 
ed women’s and children’s and boys’ 
shoe buyer for the White House in San 





LOUIS ZIPKIN 


Francisco, Cal. He comes there di- 
rectly from the A. Harrison Company 
store in Dallas, Texas, where he was in 
charge of merchandising all shoes for 
the past four years. Prior to that, he 
was shoe buyer at The Fashion in 
Houston, Texas. 
> > * 

Three promotions within the organi- 
zation, which have been announced by 
the A. S. Beck Shoe Corporation, are: 
Thomas Warford, formerly manager of 
the firm’s Easton, Pa., store, has been 
made manager of the new Winston- 
Salem, N. C., store; James Doran, for- 
merly assistant manager, was made 
manager, and John Merlo, a salesman 
previously, was advanced to assistant 
manager of the Easton, Pa., unit. 


> 


Ben Glazer has opened Glazers Shoes 
at 4531 University Way, Seattle, Wash., 
featuring nationally advertised shoes 
for the young. Mr. Glazer, who is a 


MUrray Hill 5-2086 and MUrray Hill 6-0559 


graduate practipedist, is assisted in the 
operation of this new store by Lionel 
Seymour. 


. . > 


Charlie Wilkie, one of the best known 
salesmen in Atlanta, Ga., has become 
associated with the shoe department of 
the Zachary Clothing Company. Mr. 
Wilkie has sold shoes on Peachtree 
Street here for some 35 years. 


E. C. Neunuebel is no longer con- 
nected with the Bourbeuse Shoe Com- 
pany, shoe manufacturers in Union, 
Mo., it has been announced. Mr. Neu- 
nuebel was formerly secretary of the 
company. His current address is 6910 
McKenzie street, Affton, Mo. 


> * 


Earl and Alma Kennedy of Anderson, 
Ind., have opened the E. & A. Shoe 
Store in Fairmont, Ind. They have 
bought the building where the store is 
located and have their home in the 
apartment on the second floor. Mr. and 
Mrs. Kennedy state that they plan to 
carry a complete stock of shoes and 
rubber footwear for the entire family. 


Joseph Wasserberger, New York 
sales representative for the Herbst 
Shoe Manufacturing Company of Mil- 
waukee, Wis., manufacturers of chil- 
dren’s shoes, has announced the open- 
ing of a new office and showroom in 
the Marbridge Building, New York 
City. 


> * > 


Clarence Markham, who received his 
shoe salesmanship training with sev- 
eral nationally known shoe firms prior 
to joining the Lincoln, Neb. store of 
Sears, Roebuck & Co. a year ago as a 
salesman in the family shoe department, 
has been promoted to manager of the 
shoe department of Sears’ Oklahoma 
City, Okla. store, it was reported by 
W. C. Peterson, assistant manager in 
Lincoln. 
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Genuine Black Patent Leather | 
Center Buckle — Stitchdown 
Retan Soles—Rubber Heels 


82-12 
1242-3 


. $2.25 








Available in Red or White Smooth Elk 
as above—$2.25 
Alse available in Reguiar MARY JANES 
5-8—$2.00 8'/,-12—$2.40 12/2-3—$2.40 
36 prs. of a run of size and color to case 
N/10 days F.0.B. N. Y. IMMEDIATE DELIVERY 


POLONER SHOE COMPANY 


156 Duane Street New York, N. Y. 


Unlined Smooth Elk 
Leather Sandal _ 
Retan Leather C 

Soles 
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Sizes: 4!/2-6; 6!/2-8 $1.35 
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POLONER SHOE COMPANY 
156 Duane Street New York, N.Y. | 
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9-12 Spring Heels $3.25 
12-3 Rubber Heels $3.35 
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36 prs. of a run of size and color to case 
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What’s New 





DevelopLeather Waterproofing 
And Synthetic Processes 


CINCINNATI, O. Two improved 
processes for waterproofing leather 
and development of synthetic tanning 
materials, to replace critically short 
supplies of natural fats and oils, sup- 
plied highlights in leather research in 
1947 at the Tanners Council of Amer- 
ica Laboratory at University of Cin- 
cinnati. 

Dr. Fred O’F laherty, council director 
and professor of applied science in tan- 
ning research at U.C., said the develop- 
ments are all result of work done for 
Army Quartermaster General’s office in 
a $200,000 research program centered 
at the Cincinnati laboratory and in- 
volving cooperating laboratories 
throughout the country. 

Dr. O’Flaherty said “in development 
of water resistance, the forerunners of 
synthetics of rubber were used and 
were forced to grow inside the leather. 
This chemical process formed a definite 
barrier against water. 

“New and promising, the develop- 
ment awaits further research before a 
final evaluation can be made. This 
work was and is being done at the 
Synthetical Laboratories, Chicago, un- 
der Dr. Nicholas D. Cheronism. 

Dr. O’Flaherty reported on work on 
water resistance being done in the Cin- 
cinnati laboratory by Dr. Robert M. 
Lollar, his U.C. associate professor, 
and Dr. Peter R. Buechler, also a U.C. 
assistant professor. 

“This development invelves the chem- 
ical alteration of skin fibers before 
they are made into leather,” Dr. 
O’Flaherty said. “In the animal skins 
are the best properties possible for a 
protective covering. Among these prop- 
erties, the skins contain 80 per cent 
moisture which must be removed if the 
skins are not to spoil.” 

Dr. O’F laherty also outlined develop- 
ment of synthetics work done under 
Dr. J. B. Brown, professor of phy- 
siological chemistry at Ohio State Uni- 
versity, Columbus, which he added, “is 
patterned after that which took place 
in Germany following World War I 
and is based on critical shortages of 
natural fats and oils for tanning.” 

“Through a process much like that 
for making nylon, gasoline, fats, oils, 
greases and even edible materials have 
been produced.” 

Dr. O’Flaherty said Dr. Brown’s 
work has been supplemented by work 
in Cincinnati by Dr. William T. Roddy, 
U.C. associate professor under the 
council laboratory director. 

This research is now being extended 
by the Eisendrath Tanning Company, 
Racine, Wis., Dr. O’Flaherty reported. 


German Methods for Making 
Synthetic Leather Revealed 


WASHINGTON.—Manufacture of syn- 
thetic leather by binding scrap leather 
with resin dispersions and the applica- 
tion of resin dispersions as coatings in 
the manufacture of artificial leather 
are two of several novel German de- 
velopments in synthetic leather produc- 
tion according to a report by the Office 
of Technical Services, Department of 
Commerce. 

The report, prepared by OTS investi- 
gator Sydney J. Baum, covers the in- 
dustrial application of synthetic resin 
dispersions as practiced in four Ger- 
man establishments. Three additional 
reports on the manufacture of the vinyl 
acetates used in the dispersions are 
also available from the OTS. 





New Synthetic Rubber May 
Surpass Natural Product 


WASHINGTON—A new synthetic rub- 
ber which may equal or surpass 
natural rubber in tire treads was de- 
scribed here recently at a symposium 
on “The National Rubber Situation,” 
sponsored by the Chemical Engineer’s 
Club of Washington. 

In making the announcement, John 
P. Coe, vice-president and general man- 
ager of United States Rubber Com- 
pany’s synthetic rubber division, said 
two large plants are now being equip- 
ped to produce the superior new rub- 
ber, which results from research con- 
ducted by the synthetic rubber industry 
under sponsorship of Office of Rubber 
Reserve. 


Introduce New 
Orthopedic Shoe Insert 


FARMINGTON, Mo. — The Appliance 
Products Division, Trimfoot Company, 
has announced the introduction of a 
new orthopedic device to be added to 
the present line of metatarsal insoles 
and arch builders for 1948. 

According to H. J. Sailor, sales man- 
ager of Trimfoot’s Appliance Products 
Division, the appliance will conform to 
the shape of the foot without any indi- 
vidual adjustment. In this new appli- 
ance, the fitting features have been 
moulded to the top, rather than built 
up from the bottom as is customary. 

The new device carries a metatarsal 
rise, an inner-longitudinal arch insert, 
and a cuboid lift, and will be manufac- 
tured in glossy brown full grain up- 
pers, lined with fawn suede sheep to 
make it interchangeable from shoe to 
shoe. 
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E. H. Bower Succeeds to 
Direction of Shoes Associated 


New York — Shoe Associated, Inc., 
announced recently the appointment of 
Edward H. Bower as executive vice- 
president, to succeed Gregory J. Tobin, 





EDWARD H. BOWER 


who has held this office since the for- 
mation of the organization. Mr. Tobin 
is joining W. H. Steigerwalt of Phila- 
delphia as a principal of that corpora- 
tion. He will continue as a director of 
Shoes Associated, Inc. 

Mr. Bower brings to Shoes Associ- 
ated, Inc., a wealth of retail experience 
in the merchandising field. He was for- 
merly with Macy’s, Montgomery Ward 
and Lord & Taylor in a merchandising 
capacity. During the war Mr. Bower 
was a Lieutenant Colonel with Supreme 
Headquarters Allied Expeditionary 
Force in charge of pre-invasion plan- 
ning and distribution of supplies for 
the relief and rehabilitation of the 
Netherlands. 

Mr. Bower will assume direction of 
Shoes Associated, Inc., as of February 
Ist. 

Marion Palmer, in addition to her 
duties as Fashion Coordinator, will di- 
rect the activities of the New York 
office in the women’s shoe and accessory 
field. 

Shoes Associated, Inc., is a research, 
planning, coordinating and merchandis- 
ing organization with central offices in 
the Empire State Building, and is com- 
posed of the following member stores: 
Fontius Shoe Company, Denver, Colo.; 
Gude’s, Los Angeles, Calif.; N. Hess’ 


| Sons, Baltimore, Md.; Imperial Shoe 


Store, New Orleans, La.; Krupp & 








Tuffly, Inc., Houston, Texas; Nord- | 


strom’s, Seattle, Wash.; Potter Shoe 
Co., Cincinnati, Ohio; Robinson’s, Kan- 


| sas City, Mo.; Sommer & Kaufmann, 


San Francisco, Calif.; W. H. Steiger- 
walt, Philadelphia, Pa.; Thayer Mc- 
Neil Co., Boston, Mass.; C. A. Verner 


| Co., Pittsburgh, Pa.; Volk Bros. Co., 


| 


Dallas, Texas, and Wetherhold & Metz- 
ger, Allentown, Pa. 
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Washington Newsreel 


[CONTINUED FROM PAGE 40] 


“Further declines will also be re- 
corded in the domestic production of 
sheep and lamb skins during 1948, 
despite the fact that the 1947 total was 
the lowest since 1929. There has been a 
steady drop in the number of sheep in 
this country during recent years, but 
indications are that the downward 
trend will be halted during the present 
year. This will, however, necessitate 
an additional reduction in the number 
of lambs marketed and slaughtered in 
1948. 

“In view of the reduced local sup- 
plies, it will be necessary to obtain 
larger quantities from foreign coun- 
tries, and I do not feel that this will be 
too difficult in most varieties. 

“A minimum net import of about 2 
million cattle hides will be required in 
1948, and I believe that this quantity 
can be obtained without too much diffi- 
culty. In fact, Argentina alone could 
supply the entire amount of foreign 
hides we require, but supplies will also 
be available from other sources. 

“Calf skin imports will be about the 
same in 1948 as in the past year. 
European countries are the principal 
producers of the quality skins that we 
desire and conditions in most of these 
areas wiil not yet permit any marked 
improvement in the export shipments 
of these skins. Their attempts to build 
up their herds and their own urgent 
needs for leather are the factors which 
retard the return to prewar levels of 
calf skin exports from this area. 

“Prospects for larger imports of goat 
and kid skins are brighter than for any 
other variety. I believe that we will 
obtain from abroad in 1948 the largest 
shipments than in any year since 1941 
and that these will be in excess of 40 
millions. 

“There will be some recovery in the 
volume of our imports of sheep and 
lamb skins during the coming year. 
Total arrivals should be slightly in ex- 
cess of 30 million skins, which is higher 
than the prewar average but lower than 
for all subsequent years except 1947. 
British Dominions, South America, and 
the Red Sea areas will account for 
much of the increase in shipments this 
year from a year ago.” 





Honor E. V. Stewart, Sr.. 
On 75th Birthday 


Los ANGELES, CAL. — A dozen old 
friends of twenty to forty years stand- 
ing recently tendered a luncheon at the 
Los Angeles Athletic Club to honor 
E. V. “Red” Stewart, Sr., on his 75th 
birthday. Those present to celebrate the 
event were D. S. Chesney, Louis R. 
Prince, Al Meahle, J. R. (Jimmy) 
Thompson, Emil Shostrom, Joseph Fer- 
guson, Dick Donegan, Dave Klinesmith, 
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Harry Jay Evans, Carl Winneguth, and 
Harry R. Terhune. 

“Red” is one of the oldtimers in the 
shoe business here, and those that had 
been associated with him are among 
the leaders in the shoe business today. 
He came to Los Angeles 40 years ago, 
with his job as a shoe salesman in 
Hamburger’s Department Store mark- 
ing his inception into the business. 
Nine months later “Red” became as- 
sistant buyer and the next year buyer. 


Mail Advance Sale Notices 


RockForp, ILt.—Bowman Bros. shoe 
store repeated this January a very suc- 
cessful advertising “stunt” by mailing 
thousands of postal card notices to 


their customers in advance of their 
newspaper advertising. 
The postal card reads: “Advance 


Sale Notice—In a few days we're an- 
nouncing to the public a tremendous 
money-saving sale. In an effort to han- 
dle the crowds in a more orderly man- 
ner and insure better fit, we’re inviting 
some folks to buy their shoes now... 
at the same low prices to be announced 
to the public later. This is your invita- 
tion to shop in leisure and comfort for 
high grade, nationally known shoes at 
rock bottom sale prices. Savings are 
enormous with everything in the store, 
even brand new merchandise, reduced 
at least 10 per cent . . . and other items 
reduced even more, some up to 50 per 
cent.” 
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News of the SelesmtMt and Syyoliers 


Hobson Joins Division of 
Brown Shoe Company 


St. Louis, Mo.—Ralph Hobson, for- 
merly with the Valley Shoe Company, 
and more recently with the Bellwood 
Shoe Company, a division of the Gen- 
eral Shoe Company, Nashville, has 
joined the Deloy Division of Brown 
Shoe Company. He will travel the en- 
tire eastern territory of the United 

tates, east from St. Louis. 

Mr. Hobson is well known in both 
manufacturing and retail circles of the 
shoe business. He has represented 
quality lines of shoes for approximate- 
ly 25 years. 


Willis Conn New ISMC 


Comptroller 


Boston, Mass.—Willis Conn, former 
Secretary of the Boston Chapter of the 
National Association of Cost Account- 
ants, has been named comptro’ler by 
International Shoe Machine Corpora- 
tion, Cambridge. 

Mr. Conn has an impressive history 
in his field, having been assistant 
treasurer and comptroller of H. K. 
Porter, Inc., assistant treasurer and 
director of Porter Forge & Furnace 
Company, secretary of the Warwick 
Malleable Company, and a member of 
the Accounting Authority of the Drop 
Forging Association of America. 


Reports Style Increase 
In Rubber Footwear 


OAKLAND, CAL.—At least 60 per cent 
of all children’s, misses’ and women’s 
boots and galoshes being sold now by 
the Hood Rubber Company are “high 
style’”’ models, C. L. Munch, president, 
disclosed here. This compares with a 
figure of “less than 25 per cent” for 
styleworthy numbers in 1941, the foot- 
wear executive stated. 

Mr. Munch spoke at the opening of 
a two-day regional sales conference of 
the footwear sales forces of both the 
B. F. Goodrich Company footwear di- 
vision and the Hood Rubber Company, 
a division of B. F. Goodrich. 

“This complete reversal in buying 
habits indicates that women have out- 
grown the notion that boots and ga- 
loshes are ‘necessary evils,’” Munch 
stated. “It is now clear that they pre- 
fer to keep their feet dry and warm in 
style.” 
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J. D. Caulfield Joins Trimfoot 


FARMINGTON, Mo. — John B. Rein- 
hari, Jr., president of the Trimfoot 
Company, manufacturers of infants’ 
and children’s shoes as well as metatar- 
sal insoles and arch builders, recently 
announced that John D. Caulfield has 
joined the purchasing department of 
the organization. 

Mr. Caulfield was with the shoe buy- 
ing department of the J. C. Penny 
Company from 1935 to 1942, when he 
went into the service. He was with 
the Navy Purchasing Office in New 
York and Los Angeles and left the 
service with the rank of commander in 
1946. A former resident of St. Louis, he 
is the son of Mr. and Mrs. Henry S. 
Caulfield, of 6253 Washington, former 
governor of the state of Missouri and 
present Director of Public Welfare. 


E-J Extends Production 
In Pennsylvania 


BINGHAMTON, N. Y.—Endicott John- 
son has opened one new factory in 
Pennsylvania and has pushed the work 
on two additional factories in the Key- 
stone State during the last year. 

The company started in Pennsyl- 
vania with the opening of a factory 
at Tunkhannock, and the third EJ unit 
now operating in that state is a stitch- 
ing department in Scranton. 

The new $150,000 factory in Forest 
City provides employment for about 
400 workers who produce a relatively 
new slip-lasted shoe. 

New factories which are being 
readied to increase EJ’s manufacturing 
capacity include a $175,000 structure 
at Archbald and a $150,000 structure 
at Mildred. 





Wholesaler Opens Elaberate Showroom 





Among those attending the opening of the new showrooms of the Lester Pincus 
Shoe Corporation, on Duane Street, N.Y.C., were, left to right: S$. Leibowitz, 
Inez Bootery; S$. Citron, Alexander's; Lester Pincus, president of Lester Pincus Shoe 
Corporation; G. Wolpin, Alexander's; F. Strauss, R. H. Macy; and S. Levin, R. H. 


Macy. 


New Yor«x.—Called “The Miracle 
On Duane Street” by one visiting shoe 
buyer, the new showrooms of the Lester 
Pincus Shoe Corporation, on Duane 
Street, here, climax the 13 years of 
progress made by the firm as a member 
of the wholesale district. 

The entrance and front are of trans- 
parent glass, making clearly visible the 
window displays and the entire show- 
room. The showroom itself is an example 
of modern interior decoration reflecting 


the classic Greek influence. For the 
convenience of buyers, offices where 
they may telephone, relax or work were 
installed toward the rear of the build- 
ing. Appointed with custom built fur- 
nishings, the executive office, designed 
under Mr. Pincus’ direction, is located 
at the front of the building, just off 
the showroom. 

The entire building at 131-135 Duane 
Street was recently purchased by the 
Lester Pincus Company. 








Gets Patents On 


Moccasin Types 


LYNN, Mass. — Manufacturers mak- 
ing certain types of hand-laced mocca- 
sins have been notified by Louis Under- 
berger of the Sioux Moccasin Company, 
of Lynn, that he has been granted pat- 
ents on these types. Patents cited by 
Mr. Underberger are D-148202, cover- 
ing the regular moccasin; and D-148- 
201, covering the buckle moccasin. 

“I understand,” wrote Mr. Underber- 
ger in a letter to these manufacturers, 
“that you are manufacturing this type 
footwear and wish to ask you to refrain 
from further production, unless 
through mutual agreement I license 
you to do so under my patent rights 
and numbers.” 





Lape, Sr., Made Small Business 
Adviser to U. S. Treasury 


CotumBus, O.— Herbert Lape. Sr., 
official of Julian & Kokenge Co., Co- 
lumbus, and an exponent of the view- 
point of small business and a student 
of financial matters, has been ap- 
pointed on the Small Business Ad- 
visory Committee to the U. S. Treasury 
Department, under the provisions of 
Senate Concurrent Resolution 14, 
passed by the Congress in July, 1947. 
Mr. Lape is affiliated with the Con- 
ference of American Small Business 
Organizations. 


Becomes Sales Manager 
For Two Factories 


Boston, Mass.—Stanley Harris has 
joined the staff of Sudbury Shoe Com- 
pany, Inc., of Boston, and the Belco 
Shoe Company, of Lynn, Mass. Mr. 
Harris will serve as sales manager for 
these two factories and will work in 
close association with Ted Poland, 
whose offices are on Lincoln Street, in 
Boston. 

Mr. Harris is well acquainted in the 
shoe industry, having worked in all 
phases of manufacturing, distribution, 
and chain store operation. 





Faleon Shoe 
Arrangements Sustained 


New YorK—The objections of seven 
creditors of the Falcon Shoe Mfg. 
Corporation, Long Island City, Long 
Island, to confirmations of the plan of 
arrangement, which the firm had 
drawn up, were dismissed by Referee 
Sherman D. Warner, in recent proceed- 
ing for an Arrangement in the United 
States District Court, Eastern District 
of New York. 

The opinion of the Referee, covering 
38 pages, analyzed testimony of both 
debtor and creditors and decided “that 
the objections to the plan of arrange- 
ments have not been sustained.” 
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Representative from Mid-West 
Visits West Coast Travelers 


Los ANGELES — J. Rosco Sells, sec- 
retary-treasurer of the Central States 
Shoe Travelers, has been visiting with 
retailers, manufacturers, and members 
of the West Coast Shoe Travelers’ As- 
sociates here. Mr. Sells, who makes his 
headquarters in Kansas City, Mo., said 
that he had picked up invaluable in- 
formation on organization and conven- 
tions from Dave Klinesmith, executive 
secretary of the WCSTA. 

“The West Coast group is one of the 
most aggressive in the nation,” he said. 
“Their members cooperate in a way 
that I find very inspiring and their 
welfare work is of keen interest to me.” 

During his three-week visit Mr. Sells 
was feted widely by local shoe men. 
Among those who entertained him were 
Harry Jay Evans, president of the Na- 
tional Shoe Travelers’ Association, who 
hosted a luncheon for the visitor at the 
Los Angeles Athletic Club. 





International Shoe Machine 
Export Holds Annual Meeting 


CAMBRIDGE, Mass.—Plans for more 
aggresssive sales efforts marked the 
recent annual stockhoHers’ meeting of 
the International Shoe Machine Export 
Corporation here. 

Officials elected at the meeting were 
J. S. Kamborian, treasurer; R. W. 
Leishman, assistant treasurer; Thach- 
er Fisk, clerk. Directors named were 
J. S. Kamborian, R. W. Leishman, 
Thacher Fisk, Elizabeth Kamborian 
and Charles O’Conor. 


Resigns from B. F. Goodrich 


SAN FRANCISCO, CAL.—A. W. (Alec) 
McKee, manager of the Pacific Coast 
District for B. F. Goodrich Company, 
submitted his resignation Dec. 1 to be 
effective Jan. 1, 1948. 

Mr. McKee came to California for 
Hood Rubber Company in 1928 and 
when this concern was purchased by 
The B. F. Goodrich Company he con- 
solidated and reorganized the footwear 
divisions with branches then operating 
in Seattle, Salt Lake City, Los An- 
geles and San Francisco. Included in 
his scope of duties in the pre-war pe- 
riod was the operation of the shoe find- 
ings division and the servicing of wa- 
terproof footwear requirements of the 
J. C. Penney stores in the West Coast 
area. 


Friedman Shelby Salesman 
Changes Cleveland Location 


CLEVELAND, OHIO. — A. C. Winkel- 
man, wholesale representative for the 
Friedman Shelby Shoe Company in 
Cleveland, has announced expansion 
plans here. Early in February he will 
move the quarters from 1351 West 
Sixth Street to 2155 Superior Avenue 
in the heart of the wholesale ready-to- 
wear district. There the Friedman 
Shelby line will be housed in a new 
building where double the present 
space will be available. 

A. C. Winkelman has been represent- 
ing Friedman Shelby in Cleveland for 
the past 27 years. His son, Sheridan, 
is now associated with him. 





Shoe Merchandisers Visit Supply Sources 





St. Louis, Mo.—This group of Roberts, Johnson & Rand shoe men representing 
every level of shoe merchandising was photographed recently following visits to 
shoe, last, chemicel, sole leather and other plants of International Shoe Company. 
Included are traveling representatives, salesmen in training, sales managers, re- 


tailers and management. 


In the back row, left to right, are: Phil Copeland, Norman Gowler, Ken Bowers, 
Haugh Strickland, Jack Horner of Jack Horner Shoe Store, Columbic, Pa.; Roy 
Bake>, John Freeman, Frank McCreery, and H. J. Donahie and Si Bland, divisional 


sales managers. 


Center row, left to right: Clovis Coleman of Leonard's, Ft. Worth; Roy Bowden 
of Everybody's, Ft. Worth; Paul Brown, Linn Franklin and Dick Olson. Seated, left 
to right: Si Copeland, Frank Freund, general manager of Roberts, Johnson & 
Rand and Julian Posner of Julie's Juvenile Shoe Store, Buffalo, N. Y. 
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To Reach Peak Production 
By March 


St. Louis, Mo.—Production in the 
new factory of Samuels Shoe Company, 
here, at 5001 Pattison Ave., is expected 
to reach capacity production by early 
March, a company spokesman recently 
informed the Recorper. All types of 
shoes are made in the new plant, which 
covers approximately 22,000 square 
feet of floor space on a single floor. 


Enlarges Factory 


HONESDALE, Pa.—The factory here 
of the Hussco Shoe Company has been 
enlarged by 8000 square feet to accom- 
modate demand for the firm’s line of 
moccasins, according to a recent state- 
ment by William Manowitz, owner and 
president of Hussco. 
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Suede Fabric Should 
Be So Designated 


New Yorxk.— National Better Busi- 
ness Bureau, Inc., has issued the fol- 
lowing statement: 

“During recent months suede leather 
has been very popular in a style sense 
in handbags, shoes and other garments. 
The same articles also have been popu- 
lar in a suede fabric. The fabric prod- 
uct closely simulates the superficial ap- 
pearance and texture of suede leather, 
and as complaints indicate, can readily 
be mistaken for suede leather. 

“The word ‘suede’ designates a type 
of finish produced on leather by buffing. 
When used alone the term ‘suede’ 
means only leather with that type of 
finish. Suede fabric employs no leather 
but is made with a fabric base upon 
which a nap is created through flocking 
or other process. It should be desig- 
nated as ‘Suede Fabric.’ 

“The Federal Trade Commission has 
indicated in Stipulation 1648 that the 
word ‘suede’ should not be used so as to 
lead purchasers to believe that articles 
are made from suede prepared from 
the skins of certain animals, when such 
is not the fact. 

“Because lack of labeling may lead 
to misunderstanding, it is essential that 
articles made of suede fabric be ap- 
propriately labeled as ‘Suede Fabric’ 
or ‘Sueded Fabric.’ It also is recom- 
mended that the qualifying word 
‘fabric’ accompany the word ‘suede’ in 
all advertising and selling.” 





M. J. Saks Appoints 
St. Louis Representative 


New YorK — Max Weiss, St. Lovis 
shoe representative well-known to re- 
tailers throughout the Middle West, has 
joined the sales organization of M. J. 
Saks Shoe Corp., Duane Street, here. 

Mr. Weiss will maintain his head- 
quarters at 1400 Washington Avenue, 
St. Louis. 

Mr. Weiss will cover the entire Kan- 
sas and Missouri territory. 





Expands Sales Coverage 


New York—The Middlewest, South 
and Upper New York State have been 
added to the national representation of 
the Desco Shoe Corporation, it was an- 
nounced recently. 

Mike Bloom, St. Paul, Minnesota, will 
be the Desco representative in Iowa, 
Minnesota, North and South Dakota, 
Wisconsin and the cities of Escanaba, 
Marquette, Calumet and St. Ignace in 
Michigan. Michael Gladston, Buffalo, 
N. Y., will represent the firm in Upstate 
New York. Maury Goodman, Memphis, 
Tenn., will be Desco’s representative in 
Arkansas, Mississippi and Tennessee; 
and Herbert Oster, representative in 
Florida and Georgia, will now have the 
additional territory of Alabama to ser- 
vice. 
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ROMEOS 


OF 


BROWN KID ROMEOS 


Leather quorter back, leather insole, heavy 
leather soles, brown rubber heel. 


SIZE INS—Doily of Weekly 


#510: Men's, 


Sizes: 6 to 12 
24 Pr. to case 


| 
| 






















Made New York Salesman 
For G. Levor and Tan-Art 


New York—Sol Leventer, New York 
City leather merchant since 1922, was 
selected by G. Levor & Co., Inc., and 
Tan-Art Company, Inc., both of Glov- 
ersville, New York, as sales agent for 
the New York City shoe and handbag 
trades. Levor and Tan-Art lines were 
unrepresented for a while, following 
the shortly-spaced deaths of two metro- 
politan salesmen, Chris Schwarz and 
Louis Rosenstein. 

Mr. Leventer will continue to repre- 
sent his regular lines, operating from 
his recent relocation at 186 William 
Street. 


R. Neumann Appoints 
Mid-West Representative 


A. T. Karow Company, of Milwau- 
kee, Wisc., has been appointed sales 
representative for R. Neumann & Com- 
pany, Hoboken, tanners of specialty 
leathers for the shoe and accessory 
trades. Arthur Karow has been selling 
leather and shoe factory supplies for 
the past 25 years to firms in the middle 
and northwest area, and his represen- 
tation will cover the territory of north- 
ern Illinois, Wisconsin, Michigan and 
Minnesota. “Bob” Karow will assist his 
father in covering the territory. 
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RHINESTONE CREATIONS 





Rhinestone Side Bow 


le Imported crystal stones | 
>) set in silver or gold 
iy background with bow | 


Aj 
clips. 
“Immediate 


if 





751 N. 39th St., Phila. 4, Pa. 


SO ee re er er ere 


WORK SHOES 


ee 


Men's Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Hollistoa, Massechasetts 














Begins New Approach in Ads 


Str. Louis, Mo. —- Reflecting “some 
startling changes in (advertising) 
policy,” the new advertising campaign 
for women’s shoes of the Roberts, John- 
son & Rand division of International 
Shoe Company features ads which in- 
corporate the three basic shoe types, 
casual, classic and high style, under 
one brand name in the same ad. 

The new approach of combining 
basic styles under one name in a single 
ad is called “multiple merchandising” 
by the company, and is intended to 
both simplify and accentuate the brand 
name in the consumer’s mind. 

The campaign is currently appearing 
in Redbook, Photoplay, Today's Wom- 
an, and Charm. 


Barbour Welting Plant 
Consumer and Trade Ads 


BRocKTON, Mass. — The Barbour 
Welting Company, here, has announced 
the beginning of a long range advertis- 
ing and promotion campaign, which 
will include presentations to the trade 
as well as the consumer. The consumer 
advertising will concentrate on inform- 
ing the consumer of the purpose and 
value of storm welting (plain, reversed, 
notched and stitched) in men’s shoes. 

Starting with a full-page insertion 
in the January 26th issue of Life, a 


consistent schedule will follow in Life 
and other national consumer maga- 
zines. In addition, trade paper, window 
display material, counter displays, etc., 
will be used to facilitate sales in the 
retail store. 


—_—— 


O’Kay Announces Promotional 
And Advertising Plans 


St. Louis, Mo.—Ira M. Kohn, of the 
O’Kay Shoe Company, here, has an- 
nounced the new promotional theme 
for his 1948 line of shoes. His plan 
is to select one shoe style each month 
and feature it in national, trade and 
consumer publications. 

At present, the publications on the 
1948 list are: Earnshaw’s Guide for 
Buyers of Infants’, Children’s & Girls’ 
Wear, Boot AND SHOE RECORDER, and 
Infants’ and Children’s Review in the 
trade field, and Good Housekeeping and 
Parents in the consumer field. 


The O’Kay Shoe Company handles 
infants’ and children’s lines exclu- 
sively. 


St. Louis, Mo. — The O’Kay Shoe 
Company has announced the appoint- 
ment of Boehmsmith, Inc., of New 
York, as its Eastern representative. 
The New York office is located in the 
Marbridge Building. 





Consolidated Footwear Forms Canadian Subsidiary 





H. B. SUSSMAN 


MALONE, N. Y.—A Canadian sub- 
sidiary company, to be known as the 
Consolidated Footwear Corporation of 
Canada, Limited, with head offices in 
Toronto, has been formed by the Con- 
solidated Footwear Company, here, 
it was revealed recently. The new com- 
pany will manufacture many of the 
parent firm’s lines for exclusive dis- 
tribution in the British Empire. 

Officers of the Consolidated Footwear 
Corporation of Canada, Ltd., as an- 
nounced by Paul D. Earl, president of 
Consolidated in the U. S., are: Henry 
B. Sussman, president; Michael L. J. 
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PAUL D. 


EARL 


Quigley, secretary-treasurer; Dr. Leo 
M. Sussman, vice-president; Dave Suss- 
man, director and purchasing manager. 
Jerry Palter, vice-president and sales 
manager of the parent company, will 
act in a close advisory capacity with 
the Canadian firm. Mr. Palter is the 
brother of the late Dan Palter (Palter 
De Liso Shoes), and has had more 
than 25 years in the shoe business. 
Henry Sussman, before assuming his 
present position was sales manager of 
Toronto Slipper Manufacturing Com- 
pany, Ltd.; and prior to that was pro- 
duction manager of the Columbia 


JERRY PALTER 





MICHAEL QUIGLEY 
Broadcasting Systems Affiliated, in 
Syracuse, N. Y. 

Dave Sussman, a member of the 
Canadian shoe industry for 27 years, 
will, in addition to his new duties, con- 
tinue to act as president and general 
manager of Toronto Slipper Manufac- 
turing Company, Ltd. 

Mr. Earl, president of the American 
corporation, is also head of the Sun 
Valley Boot Company, Malone, N. Y., 
Northern Footwear Corporation, Brush- 
ton, N. Y., Cossack Bootee, Inc., 
Chateauguay, N. Y., and Mooercraft 
Footwear, Inc., Mooers, N. Y. 
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Personnel Notes 


William “Bill” Glaser, who for 31 
years represented the Trimfoot Com- 
pany on the West Coast, has taken ad- 
vantage of the company’s retirement 
plan and has started taking things easy. 


WILLIAM 
GLASER 





Mr. 


then 
“Wizard Foot Appliance Company” in 
1916. J. B. Reinhart, Sr., Chairman of 
the Board, recalled, at the award cere- 


Glaser started with the 


monies of the Trimfoot [948 sales 
meeting banquet, when “Bill” Glaser 
was hired by the Company. “William 
Glaser came into the office in 1916 and 
said that he wanted to live in California 
—and incidentally, he thought that he 
could sell our foot appliances because 
he was a satisfied user of them.” “We 
thought that he would do,” continued 
Mr. Reinhart, “and gave him every- 
thing west of Denver for his territory. 

Mr. Glaser has introduced Tony 
Snyder, the new Trimfoot representa- 
tive, to accounts in his old territory. 
which now includes Southern California 
and Arizona. He resides in San Fran- 
cisco with his wife. 

é * 7 


Al E. Pieper, of Fort Dodge, Iowa, 
has joined the sales staff of Knipe 
Brothers, of Ward Hill, Mass., it was 
announced recently. His territory in- 


Al E. 
PIEPER 





cludes the states of Iowa, Minnesota, 
North and South Dakota and parts of 
Wisconsin. 

Mr. Pieper, who formerly was asso- 
ciated with the Acrobat Shoe Company, 
a division of General Shoe Corporation, 
is called “the fiying salesman” by many 
of his acquaintances in the Middle West 
area, where he is a veteran air-traveler. 

a = ~ 

I. H. Rennie has become West Coast 
district manager of the B. F. Goodrich 
footwear sales organization in San 
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Francisco, Cal., it has been announced 
by Ralph F. Little, manager of branch 
footwear sales for the company. Ren- 
nie succeeds A. W. McKee, who re- 
signed January 1. 





Mr. Rennie has been with the Hood 
Rubber Company, a division of B. F. 
Goodrich, since 1925. Most recently he 
was manager of sales service, and for 
several years he was New England 
sales manager for the heel and sole 
division of Hood. His position in sales 
service has been taken over by A. R. 
MacMillan, formerly assistant treasurer 
of Hood. 

= al ~ 

Two new soles representatives of the 
Trimfoot Company, in Farmington, Mo., 
were presented at the firm's general 
sales convention in St. Lowis, recently, 
by John 8. Reinhart, Jr., president. The 





W. O'BRIEN J. MIRRA 


salesmen are: William O'Brien, who will 
cover the states of Alabema, Western 
Tennessee, Georgia and Fiorida; and 
John Mirra, who will represent Trimfoot 
in Arkansas, Louisiana, Eastern Tennes- 
see and Mississippi. 
* * « 

The John A. Frye Shoe Company, 
Mariboro, Mass., has announced the 
opening of a sales office in Dallas, Texas, 





M. JONES B. BERWALD 
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WOOD SHOWER 


+ Wo. FS5— Made te 
rigid Gev't specifications! 
Superior quality : 





3” white cotter 
duck strap 
Rights and lefts. 
men's sizes 8 te 


er. to case. 
© IMMEDIATE 
DELIVERY 


Henry Modell & Co., Inc. 
7 E. 4th St. © GR 7-2807 © New York 3 
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WOMEN'S LOAFERS 
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Women’s Loafers 


ADDED TO OUR SUPERB LINE OF 
MAINE MADE MOCCASINS 


$3.40 





1194 Red 
#1185 Russet 


3'/a-9 

3'/2-9 

2 widths medium (B) narrow (AA) 
Side buckle Littleway loafer 

Panolene sole (2 row stitch) & heel 








under the direction of Ben Berwald, who 
will cover the Southwest territory with 
the firm's line of western boots. 

it was also revealed that Maurice 
Jones will represent the firm in the 
Mid-west, with headquarters in the Re- 
public Building, Chicago, Ill. He will 
corry both western boots and men's 
dress shoes. 

+ * * 

William C. Hunneman, Jr., president 
of the William Amer Company, of 
Philadelphia, has been appointed a 
member of the Finance Committee of 
the Committee for Economic Devel- 
opment, New York City, to serve in the 
hide and leather field. 
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SALESMEN WANTED | SALESMEN WANTED 





REAL OPPORTUNITY 


Salesman for southern states, including Texas, for a very desirable, outstanding 
line of nationally advertised women's high-grade shoes. This territory has never 


been solicited, but includes well-established agencies sold direct from factory 
sales room. A real opportunity for the right man. Apply in own handwriting, 
giving full particulars regarding experience and personal status. 


Address 316, Care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. 














a WANTED 
EXPERIENCED SHOE SALESMEN 


For Good Grade and Popular Priced Men's Shoes, 

at 5% commission, for Connectieut and New York 

Pennsylvania and New Jersey; and Virginia, Wash- 

ington, D. C., Maryland and Delaware States. 

Other territories are open. 

Address Box 320, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


EXPERIENCED SALESMAN FOR NEW ENGLAND 


Well Established Leading Boston Wholesaler has all New England 

available. We are Distributors for Tyer Rubber Company and 

carry a complete line of: 

Men’s and Boys’ Dress Shoes Men’s and Boys’ Work Shoes 
Rubber and Tennis Footwear 

Good list of active, desirable accounts—salary or commission— 

Wonderful opportunity for the right man. Write or telephone for 

interview to— 


CHAS. KEMLER, 144 Lincoln Street, Boston, Mass. 











[X ADDITION to advertisements in each issue 

of leading trade publications including “Boot 
and Shoe Recorder,” “Display World,” “Crea- 
tive Footwear,” “Dun’s Review,” etc. (see our 
advertisement on page 80 of this publication). 
we are going to mail literature and b ides 
three times during 1948 to over 30,000 retail 
shoe stores and department stores. Inquiries will 
be referred to you for follow-up. This is an 
excellent opportunity to take on a highly profit- 
able, non-conflicting side line. Territories are 
exclusive. Liberal drawings against commissions. 
Write today for literature and details. ROGER 
KENT CO., 211 N. 7th St., St. Louis, Missouri. 











SALESMEN WANTED 


SALESMEN WANTED 


For Manufacturer's Line of Misses’ 
and Children's High-Grade Stitch- 
downs. Approximately 35 sam- 
ples In-Stock Department; Widths. 
Commission basis. Territories 
open: New York State, California, 
Arizona, New Mexico, Missouri, 
Kansas, Southern Illinois. 


Address Box 319, care BOOT & SHOE RECORDER 
10@ East 42nd Street, New York 17, N. Y. 











3 Territories Open 

1. Pacific Coast 

2. Mid-West 

3. South 
Volume Manufacturer located in 
Eastern Pennsylvania wants Sales- 
men to handle complete Line of 
Children's Stitchdown Shoes. These 
shoes are priced right. Include 


full details in reply. 
Address Box 358, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


CHICAGO— 

MID-WESTERN REPRESENTATIVE 
wanted by well-established stitchdown fac- 
oy ome bee oem men & 
volume trade. Line to be given on straight 
commission with drawing account. Reply giv- 
ing full details, experience, qualifications and 
references to 

COMFORT SANDAL CO. 
Long Island City, N. Y. 














S HOE SALESMEN FOR MANUFAC 
TURER OF FINE LINE OF TEEN-AGE 
LOW HEEL SHOES for Illinois, Wisconsin, 


ALESMEN WITH ESTABLISHED 
TRADE to sell Women’s Medium Grade Nov- 
elties, Corrective, Sports, Casuals; Also 


Child’s 


SALESMEN WANTED 


Mid-western Work Shoe Manufac- 
turer has openings for several good 
salesmen to contact Retail Merchants. 
Prefer men now carrying reputable 
manufacturer's line. Territories open: 
Kentucky, Tennessee, Arkansas, Lou- 
isiana, Texas, Oklahoma, Kansas, Mis- 
zouri, Colorado and Wyoming. Give 
full particulars including age; experi- 
ence; references; line now carrying, 
and territory covering. 


and Misses’ Shoes. Pennsylvania, Michigan, 
New York State, Carolinas, Virginia. See us at 
Philadelphia Show. PLATELL SHOE COM- 
PANY, New York. 


Minnesota, North and South Dakota, Iowa, Kan- 
sas, Nebraska, Missouri and Oklahoma. Address 
#327, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


Address Box 352, care BOOT & SHOE RECORDER 
209 South State Street, Chicage 4, til. 




















CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box number is 
desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If advertiser's own 
name and address is used, count each word (street number is one word) at word rate. Classified advertising is payoble in od- 
vance. Send check or money order with your copy. No accounts are opened for classified advertising pt for regular adver- 
tisers on contract. 

The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 
neal Advertisements for this page must be in our New York Office 10 days preceding publication date 
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SALESMEN WANTED 





FIRST-RATE 
OPPORTUNITIES 
FOR SALESMEN 


with large wholesaler of 
tcomen’s high style footwear 


(1) Alabama, Georgia, 
Florida 


Colorado, Utah, 
Wyoming (cover from 
Denver office) 


Baltimore, Washing- 
ton and Eastern Shore 


Choice territories in 
Canada 


One of market's most com- 
plete lines of high style, as 
well as casual types. Na- 
tionally advertised in 7 
magazines. Long-established 
house, leader i> field—please 
write fully — this is a real 
opportunity to “go places.” 


LESTER PINCUS 
SHOE CORP. 


131 Duane St.. New York 13 








MEN’S SHOE SALESMEN 


TO carry as sideline, Men's Popular Priced 
Dress Oxfords for Established Boston Dis- 
tributor for following States: 
Carol Georgia, Florida | 
Mississippi, Louisi 
Texas, Oklahoma, _- 
5° Commission. Replies Confidential. 
Address Ge. 355, care BOOT & SHOE RECORDER 
High Street, Boston 10, Mass. 

















——_ WANTED 
R 
GREATER NEW YORK 


to represent Mid-West Manufacturer 
of Women’s Corrective and Novelty 
Type Shoes — $7.00 to $9.00 Retail- 
ers. Line is Well Advertised and 
Established 24 years. Quality and 
Value very good. 

We desire Salesmen with Good Per- 
sonality and successful Sales Rec- 
ords. Please give us complete de- 
tails in letter as this will be kept 
in strict confidence. 

Address Box 328, care BOOT & SHOE RECORDER 

209 Se. State St.. Chicago 4. 





SALESMEN WANTED 











SALESMEN 


WANTED FOR 
NATIONALLY ADVERTISED 
CHILDREN’S SHOES 


OPEN TERRITORIES 


Nevada 
North Dakota 
Seuth Dakota 

Arizona 

Nebraska 
Kansas 
Wvoming 
Missouri 
Tennessee 
Montana 
Idaho 


A RARE OPPORTUNITY 
FOR THE RIGHT MAN 
GIVE FULL DETAILS 
IN LETTER. 


Address Box 328. care BOOT & ones, pogoqpes 
100 East 42nd Street, New 














| SALESMEN WANTED 


HIGH GRADE New York Factory 

making $16.95-$18.95 Retailers. ALL 

TERRITORIES OPEN. CAN BE 

USED AS SIDELINE. COMMISSION 

BASIS. 

dress Box 331. care gh & ones geqsesee 
100 East 42nd Street. 17, &. 











MANUFACTURER 
WANTS SALESMEN 


To sell on a commission basis a 
fast moving Line of Men’s, 
Boys’ and Women’s Stitch- 
downs to Retail Trade in the 
fcllowing Siates: 


TEXAS MISSOURI 
PENNSYLVANIA WISCONSIN 
NEBRASKA LOUISIANA 
ILLINOIS N. & S. CAROLINA 
NEW MEXICO KANSAS 
WYOMING IOWA 

VIRGINIA OREGON 

W. VIRGINIA OKLAHOMA 


Company features ads in Na- 
tional Shoe Magazines, Circu- 
lars. Excellent opportunity for 
right men. Only the go-getter 
need apply. In applying state 
experience; age; lines carried 
at present; means of transporta- 
tion; and references. Replies 
held strictly confidential. 

Address Box 35!, care BOOT & SHOE RECORDER 

Street, Beston 10, Mass 











10 High 
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SALESMEN WANTED 





XPERIENCED SALESMEN WANTED: 

Aggressive men with following to handle ex- 
ceptionally strong Line of Men's Popular-Priced 
Dress Shoes of a Long Established House; also 
featuring Long Line of Work Shoes, Western 
and Riding Boots. Deliveries from In-Stock. 
Drawing account against Commission will be 
arranged to suitable applicants. Forward all 
particulars in first letter, including experience 
and qualifications, which will be regarded Strictly 
Confidential. Territory open: Illinois, Ohio, 
Indiana, Kentucky, Iowa, Missouri, Kansas, 
Texas and Oklahoma. Address #336, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. 





LL TERRITORIES FOR LEADING 

WHOLESALER'’S LINE of Branded Men's 
Dress, Sport and Work Shoes. LAKESIDE 
SHOE CO., 1313 West 6th Street, Cleveland, 
Ohio. 


ERE’S AN OPPORTUNITY FOR LIVE 

WIRE TO MAKE A REAL CONNEC. 
TION. Outstanding Line of Women's Casuals, 
Novelties, Sport Oxfords. Priced right. All ter- 
ritories. Address #342, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
N. Y 








ANTED: SHOE SALESMAN, GOOD 

FOLLOWING, to carry outstanding Line 
of Popular Priced Women's Casuals and Play 
Types. Full time and commission basis. Excel 
lent Line of Fast-Selling Styles. Can be handled 
exclusively or on non-conflicting basis. Write, 
giving age, experience, territory coverage and 
references. Address 3348, care Boot & Shoe 
a 100 East 42nd Street, New York 17, 
N. Y. 





WE HAVE A LUCRATIVE OPENING for 

reliable representative, traveling New 
York and Connecticut. Our Nationally Adver- 
tised, Popular Priced Casuals are well estab- 
lished im these States. Must travel by car. — 
objections if carrying a non-conflicti 
Contact D. J. Silver, PLI-MODE SHOE C cO., 
47 W. 34th Street, N. Y. C. 





ANTED—BUYER MANAGER SALES. 

MAN for established Ladies Shoe Dept., in 
high grade Southern Store, located in 
Dallas, Texas, Area. Applicant must be familiar 
with all Shoe Markets and Lines. Good habits; 
ambitious; promotional minded and reliable 
Position offers attractive Salary and —_ A. 
good opportunity for future security. 
rience and employment record. 3, "Contrel 
System necessary. State lines handled; volume; 
also Salary earned. Give heigh’, weight, health 
and Family Status; send snapshot picture, ref- 
erences, confidential. Address #353, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. ¥ 





SALESMEN — WHOLESALE DISTRIBU. 
TOR WELL KNOWN BRANDS, Men's 
Dress and Sports Shoes. ission basis. 
Advise experience and method of travel. L. R 
COHEN SHOE 90. INC., 81 Reade Street, 
New York 7, N. 





SALESMEN WANTED TO CARRY PLAT- 
FORM SLIPPERS. Many States Open. Com 
missions. Reliable Company. Address Box 361, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


SIDE LINE SALESMAN WTD. 


S CARRY SALESMAN WANTED TO 
CARRY = ag 








care & 
Street, New York 17, N. Y. 





ANUFACTURER OF METAL, RHINE. 
STONE AND CUT STEEL SHOE 


one smal) tra 
RHINESTON 
rae 751 No. 39th Street, Puiledelpbte 
a. 





ANUFACTURER OF POPULAR PRICED 

ORIGINAL BEAD SHOE ORNAMENTS. 
All territories open. Lillian Barkow, 366 Sth 
Avenue, New York City. 














SIDE LINE SALESMAN WTD. | 


HELP WANTED 


HELP WANTED 





UTSTANDING LINE OF CHILDREN’S 
AND MISSES’ STITCHDOWNS and 
Welts by Fast Growing Concern—lIn-stock ser- 
State line carried and territory covered. 


vice 
All replies confidential. Address 2326, care 
Boot & Shoe Recorder, 100 East 42nd Street, 


New York 17, N. Y. 
OOKING FOR A SHORT PROFITABLE 

ADDITIONAL LINE? Philadelphia whole- 
saler has fine popularly priced line of infants 
pre-welts available for most territories. Good 
repeat income assured. Approximately one dozen 
samples. Address #334, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 


a. 








CALIFORNIA CONSTRUCTION outstanding 
Children’s Sandal. Factory make-up. Two 
comptes to carry. State territory and references. 
L MIS MFG. CO., 2611 S. Indiana Avenue, 
Chicago 16, Ill 





IDELINE SALESMEN WANTED: Sell 
Novelties for Premiums and Give-Aways for 
Children’s Shoe Department. THE BENLEY 
CO., 22 Sumner Avenue, Brooklyn, New York. 





SIDE LINE SALESMAN WANTED for a 
complete line of Children’s Shoes carried in 

stock. Old Established Concern. Please state 

references and territories. Address #356, care 

nyt Shoe Recorder, 10 High Street, Boston 
. ass. 





ULL TIME OR SIDELINE SALESMEN. 

Manufacturers and Distributors of Nationally 
known and Advertised Line of High Grade 
Boots, Moccasins and Casuals has openings in 
the following states: Iowa, Nebraska, Kansas, 
Missouri, Arkansas, Oklahoma, Louisiana, Miss- 
issippi, New Mexico, Arizona, Utah. Please give 
full particulars in first letter. Address: COLT- 
CROMWELL COMPANY, INC., 610 Atlantic 
Avenue, Boston, Massachusetts. 





FOR SALE 








EXCEPTIONALLY HIGH-GRADE 


LADIES’ RETAIL 
SHOE STORE 


FOR SALE 


Excellent Location in Center of the 
Shopping District of an Eastern Met- 
ropolitan City, in the center of a 
Popular Trading Area. An outstand- 
ing record in Volume of Sales. Low 
rental with option for attractive long 
lease. Please write 


Address Box 350, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 











FAM! y SHOE STORE: Downtown Toledo, 

Ohio. Very modern. Good lease, low rent 
on five story building, upper floors unoccupied. 
Ideal Location for Chain Outlet and Warehouse. 
CURLEY’S SHOES, INC., 435 Summit Se, 
Toledo, Ohio. 


MAINE SHOE PLANT 


FOR SALE 


Substantial and Old Established Ladies 
Shoe Factory with capacity of 75 to 100 
cases per day. Can be bought at attrac- 
tive price and terms 
EXCELLENT LABOR SITUATION 
NO UNION CONTRACT 

Plant is ideal for organization which is 
interested in a Low Cost Factory produc- 
ing under the most favorable competitive 
conditions 

Address Box 335, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 
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ground desired but not essential. 


hint 


SHOE DEVELOPMENT MAN 


To Undertake a Program for the Development of New Types 
of Heavy Duty Footwear for Established Organization 


Imagination and ability to utilize and adapt new ideas primary requirement. Prefer a younger 
man with a general technica! knowledge of shoe design, who has had several years’ experience 
in position of increasing responsibility and who hos real creative imagination; one who is 
interested in opportunity to develop himself along technical and administrative lines with a 
view to qualifying ultimately for position of major responsibility. College engineering back- 
Indicate limitations if any as to locations where willing to 
work; salary expected; and also give detailed statement as to prior experience in shoe 
port photo. 





industry or elsewhere. Enclose 





Address Box 250, BOOT & SHOE RECORDER, 100 E. 42 St.. New York 17, N. Y. 





ATTERN MAKER WANTED. Address 
2346, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


ANTED: BUYER AND MANAGER FOR 

HIGH-GRADE, Exclusive Family Shoe 
Store to be opened in Brooklyn about March 15. 
Write in first letter, references, experience and 
age. Address Box 360, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 
io a ee 








FOR SALE 





FOR SALE: Family Shoe Store, Well Rated; 
Established 20 years in Passaic County on 
the Main Street; 20 ft. front and 100 ft. deep; 
selling Nationally Advertised Lines; Lease has 
10 years to run. Owners have other interests. 
Address #300, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 

N THE HEART OF LOS ANGELES AND 
:SANTA MONICA two Corrective Shoe 
Stores. Staple, Clean Stock. $20,000 handles, 
no bonus. May consider selling one. Write to 
134 W. Broadway, Long Beach, California, or 
phone 72148. 











‘OR SALE—HIGH GRADE FAMILY SHOE 

STORE located in Chicago, including store 
and six-room Modern Apartment. Handling 
well-known brands. Retiring from Business 
$30,000 cash required. Address #333, care 
Boot & Shoe Recorder, 209 South State Street, 
Chicago 4, Ill. 





WANTED 
EXPERIENCED CHAIN 
STORE EXECUTIVE 
Presently employed preferred 
Ladies shoes exclusively. New estab- 
lished chain of stores. West of Missis- 
sippi River. No investment necessary, 
but investment opportunity available 

later. 


Write Box 323, care BOOT & SHOE RECORDER 
100 East 42nd Street. New York 17, N. Y. 














POSITION WANTED 





ALESMAN (RETAIL), THOROUGHLY 

EXPERIENCED, desires permanent posi- 
tion. Excellent References. Address $325, care 
Boot & Shoe Recorder, 190 East 42nd Street, 
New 4 


York 17, N. Y¥. 


ANAGER, WOMEN’S AND CHILDREN’S 

SHOE DEPARTMENT. Fifteen years’ ex- 
perience. Willing leave town. Excellent refer- 
ences Address 3324, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
= 8: 





HOE STORE FOR SALE in large Metropoli- 
tan East Coast city, A-1 downtown location. 


Volume $200,000 annually. Business estab- 
lished 15 years. Owner retiring. Inventory 
$60,000. Address #338, care Boot & Shoe 


Recorder, 100 East 42nd Street, New York 17, 
3 





ADIES’ SHOE SALON—-4 doors off Lincoln 
Road, Miami Beach—Stock at inventory plus 
$2,000. For brand new installation and fixtures 
—finest brands in the country—cheap rent, 3 
vear lease—$15,000 cash—owner retiring. Ad- 
dress 2337, care Boot & Shoe - 100 


East 42nd Street, New York 17, N 








OTTON THREADS; 50,000 Ibs.; mostly 

heavy sizes—O. D. & natural—Cheap—Send 
for list. MALMAN THREAD CO., 416 W. 
Raltimore Street, Baltimore, Md. 

INE SHOE STORE LOCATED IN LEAD. 

ING, MODERATE SIZED CITY IN 
PENNSYLVANIA IS FOR SALE. Lines fea- 
tured include some of the Finest Branded Lines 
of Men's, Women’s and Boys’ Shoes. Splendid 
opportunity for Shoeman desirous of stepping 
into profitable business. Address 2344, care 
Boot & Shoe Recorder, 19 East 42nd Street, 
New York 17, N. Y. 














LD ESTABLISHED FAMILY SHOE 
STORE in city over 150,000 population, 
doing about $175,000 cash business, could do 


much more, agency for Nunn-Bush; Weinberg; 
Natural Bridge; Red Goose; Stride Rite lines 
Our stock in good shape. Address #349, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


SHOE MANAGER—13 YEARS CHAIN 
EXPERIENCE, Window Trimming; Mar- 
ried; 39; Preferably out-of-city. References 
Address 2332, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 


OUNG MAN WITH BUYING & MER- 

CHANDISING EXPERIENCE in medium 
priced Women’s Novelty Footwear desires per- 
manent position as Assistant Buyer or Merchan- 
dising man with chances for advancement with 
retail organization. Address #359, care Boot & 
Shoe Recorder, 100 East 42nd Street, New York 
1, Bes 


ENERAL MANAGER; 38 years of age; 20 

years’ experience; Now with one of Amer- 
ica’s foremost High-grade Shoe Retailers. Will 
travel anywhere. Address 2345, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y 





ALES POSITION WANTED: Middie West 

Territory Preferred. 14 Years with A. E. Net- 
tleton Company; Also wide experience in all 
phases of Retail Store Operation. FLOYD 
LINN, 47 East Kanawha Avenue, Worthington, 
Ohio, 








Buy Savings Bonds 








Boot and Shoe Recorder 





























LINE WANTED 


| WANTED TO PURCHASE 


WANTED TO PURCHASE 








MANUFACTURERS 


with cur Asseciation, COAST SHOE 
TRAVELERS ASSOCIATES, ROOM S20. HAAS 
BLDG... 2189 WEST STREET. Los 


SEVENTH 
ANGELES 14, CALIF. 








MANUFACTURERS @ JOBBERS 
SHOES @ RUBBER FOOTWEAR 
LINES WANTED from established Shoe 
Manufacturers or Jobbers for New York 
Have showroom in 
with following from 


territory and export 

heart of shoe center 

high rated accounts. 

Address Box 330, care BOOT & SHOE gepepes 
100 East 42nd Street, New York 17, NW. 














MANAGER WANTED 








WANTED—FIRST RATE MANAGER 


for Better Grade Upstate New York 
Ladies’ Shoe Department. Must have 
terrific personality and be a Top Sales- 
man. e right man can earn $7,500. 
Write all particulars. 




















Quality Shoes for Men, Women 
and Children 
Scrupulous Protectic 


New Yo 


BARIS BUYS for CASH 


ARIS SHOE CO., 





- Shor t Term Leases Assumed 
Bo ee el ee: 





Inc. 
rk 7NY Tel 


2-5180 


WOrth 





HIGH GRADE FACTORY — JOBS 


a long mark-up for you. 
WRITE P. O. BOX 805 





We specialize in Ladies’ Fine Footwear that will realize 


CANCELLATIONS — CLOSE OUTS 


For further details 
e SYRACUSE, NEW YORK 





S HOE STORE IN IOWA. 


Volume $25,000 
up. J. Kramar, 2133 Fir Street, Glenview, 


Illinois. 





WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 





SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 

95 Reade St., New York 13, N. Y. 

FOREMOST SHOE BUYERS SINCE 1906 
COrtiandt 7-6378-9 











OOD FAMILY SHOE STORE WANTED 





Address Box 340, care BOOT & SHOE peqeaees 
100 East 42nd Street, New York (7, IN CENTRAL OR SOUTHERN CALI. 
SHORT LEASES ASSUMED FORNIA. Give all particulars. Address #343, 
d S . crore 10% > 2 
MANAGER WANTED FOR SMALL YOUR NAME AND BRAND on Se 6 Se ee ae oe 
CHAIN OF FAMILY SHOE STORES PROTECTED : :s 


IN OHIO to take charge of displays and promo- 

tions of the stores and to assist in merchandis 

ing. Must be Expert Window Trimmer and 

must have Popular Price Chain Store Experi- 

—. Address #341, care Boot & Shoe Recorder, 
00 East 42nd Street, New York 17, N. Y. 





IRVIN RUBIN, INC. 
“The House of Jobe” 


89 READE STREET ef Quality Shoes for Men, Women end 
New York City Chi 


FOR CASH 
| Shane BARSLAS 0-Clee BROITMAN-GAFFIN SHOES, INC. 


147 Duane Street New York 7, N. Y. 
Telephooe: WOrth 2-4548 


WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 











WANTED TO LEASE 





























ANTED TO LEASE. Shoe Department. | 
Ladies’ apparel or Department Store. Expe- | ANTED FOR PURCHASE WOMEN’S 
ae 2 a on eS WIL SHOE AND SLIPPER FACTORY, Cali 
Shoe Recorder, 100 East 42nd Street, New | fornia and Compo Construction, with capacity 
York 17, N. ¥ For Stock, Stores, and Leases; Penn- of manufacturing fifty cases a day; Modern and 
| | sylvania, New Jersey, Maryland or Fully Equipped; located in either New York, 
WANT Delaware. New Jersey, necticut or Massachusetts. 
} 3 Ss 00 
ec ee te LEASE || | | terensmomseens quetaetees | ii Thi seeker tonne 
clusive, -grade es’ Shoe os “4 oo ee 
Department in Aggressive Ladies’ 





Ready-to-Wear or Department Store 
anywhere in America. For detailed 
information contact, HAROLD A. 
SMITH c/o MARELL SHOES, INC., 
518 Main St., Pine Bluff, Arkansas. 


MY HOBBY 
Buying, Selling Shoes for 35 yeors 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7, M. Y. 
Telephone: WOrth 2-898! 


s$ssSsSSSS8SS8S8 $ 
Turn Your Surplus Stock * 
$$$$ Into Cash $$$S° 


CLOSE OUTS—JOBS— . 


Complete Stocks—Gov't 
Surplus Footweor—Clothing ; GET TOP VALUE 

















SHOE DEPTS. WANTED 


HOE DEPARTMENTS WANTED—WE 

OPERATE STORES AND DEPART. 
MENTS featuring Shoes from $6.00 to $12.95. 
Doing excellent volume and desirous of opening 
additional units this Spring. Will furnish best 
of references. Address #354, care Boot & Shoe 
Recorder, 1221 Locust Street, St. Louis 3, Mo. 




















$ 720 Fifth Ave. Pittsburgh 19, Pe. ® CAMITTA SHOE co. | 
BUSINESS OPPORTUNITY | * reer ig 1m No. 40 ane Lombard 8.200 
s$ssSsSs8SSS S555 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 





BUSINESS OPPORTUNITY 

















scenes. Write for tree bestiee “61 mere is | | J OOKING FOR FACTORY MAKING, UP- B. SABIN 
business PERS. Want to give order. Address #347, 93 READE ST. NEW YORK 13, N. Y 
Stephenson Method 12-30 Se. Market St., Boston, Mass. care . a. — 100 East 42nd Telephone: WOrth 2-255 

Street, New York » Be Be 























WANTED TO PURCHASE 


WANTED TO PURCHASE 








TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 
Convert into cash—any quantity 


YOUR NAME PROTECTED ... 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 


1215 Washington Avenue—St. Louis, Mo. 


WRITE — WIRE OR PHONE 











MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








All Shoemen should own an ALL PURPOSE SHOE STICK 
$2.95 PP. 





ROOM 204 
129 N. MAIN ST. 


Guoranteed for AN Time shoes. 
ALL PURPOSE SHOE STICK CO. 


SAVE SALES 
Easy to Use for all types 
of shoe stretching on men's, 
women's and children's 




















NEW ADJUSTABLE 


Price ticket 
remains in 
desired i 


posi- 
tion at all 
times. 


This is an ex- 
pat- 
ented feature. 


$5 gross 
5 


M. “D. . POLLINGER co. 
HOLLAND BLDG 


ST. LOUIS, MO. 


uy Cur 
for Price Tickets 














Wa Coinping 





ewe how to get 
More Business! 


if 
is 
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Please me more about your 
sr —— 
DY  sinisehoutecunanqunendienaamaidionden 
RE - ae Se Meee amet 
SE ais adie-acils diupcabisend tabiabedinaiiantiniaema didi 




















To Manage Chicago District 
Of Shoe Products Division 


CuIcaGo—Fenton Webb has been ap- 
pointed manager of the Chicago dis- 
trict of the Shoe Products division of 
The B. F. Goodrich Company, it was 
announced by Fred A. Lang, division 
general manager. 

Mr. Webb has recently been a sales- 
man in the Chicago district, calling on 
shoe manufacturers in the Milwaukee 
area. 

Mr. Lang also announced the ap- 
pointment of W. F. Shepherd as sales- 
man to succeed Mr. Webb in the Mil- 


| waukee territory. 





Announces Two Additions 
To Sales Staff 


Boston, Mass.—Samuel Walk of 
Benjamin Walk & Company, Inc., Bos- 
ton wholesalers of women’s novelty 
shoes, has announced the appointment 
of two new members of the sales staff. 
L. D. Poore will cover Massachusetts, 
Rhode Island and Connecticut; and G. 
B. Weatherby, New York State and 
Western Pennsylvania. 





Represents English Firm 


Boston, Mass.—John Butterworth, 
until recently vice-president of the 
Spencer Shoe Stores Company, has been 
appointed United States sales agent for 
A. Barker & Sons, Inc., of Northamp- 
ton, England, manufacturers of high- 
grade welt shoes. 

The company makes a line of 
brogues, golf shoes and jodhpurs for 
both men and women and chukka 
boots and wool-lined Wellington boots 
for men. 

Mr. Butterworth will establish head- 
quarters here in Boston in the near 
future. 


Protit Sharing Benefits 
Announced at Colonial Meeting 


MILWAUKEE, WIs.—At a recent din- 
ner in Milwaukee, the Glove Leather 
Division of the Colonial Tanning Co. 
announced benefits to full time employ- 
ees under its new profit sharing plan. 
As his share of the first quarter earn- 
ings of the Division, each employee was 
distributed an average of $247.14. 

Under this plan, the percentage of 
the profit distributed to its non-super- 
visory employees has been increased to 
10 per cent of the net earnings of the 
Division before taxes from the previous 
years’ 4 per cent. In accordance with 
the company’s policy, this distribution 
is over and above the regular salaries 
and wages which are paid in accordance 
with the prevailing rates in the indus- 
try in Milwaukee. 

Also celebrated at this dinner was the 
inauguration of the Division’s automatic 
cost of living increase adjustments, a 
plan first started by the Boston Divi- 
sion. Under this plan, every employee’s 
weekly pay check is adjusted to the Con- 
sumer’s Price Index for the vicinity as 
issued by the Bureau of Labor Statistics 
for the United States Department of 
Labor. Taking May, 1947, as the base 
period, no employee’s salary falls below 
the base figure. 

Details of the new Profit Sharing 
Plan and Cost of Living Adjustment 
Plan were explained by Saul Levine, as- 
sistant manager. Mr. Levine was toast- 
master at the dinner, and the principal 
speakers were Gus Sokol. vice-president 
of Colonial and general manager of the 
Milwaukee Division, and M. J. Kaplan 
of Boston, treasurer of the company and 
first to inaugurate the idea of Profit 
Sharing for the company 25 years ago. 


Commonwealth Salesman 
President of Miami Group 


MIAMI, FLA.—Fred Faulkner, repre- 
sentative here for the Commonwealth 
Shoe and Leather Company, was re- 
cently elected president of the Mer- 
chants and Buyers Week association at 
a semi-annual directors’ meeting of the 
organization 


Walker T. Dickerson 


Re-elects Officers 


CoLumsBus, 0.—W. T. Dickerson has 
been re-elected president of the Walker 
T. Dickerson Co., Columbus, O., manu- 
facturers of shoes for women. 

Other officers re-elected were Owen 
H. Dickerson, vice-president; Charles 
G. Shriner, secretary; and E. T. Melan- 
con, treasurer. The board of directors 
is composed of the officers and Mrs. 
Elizabeth Dickerson, F. Burke, and 
Walter M. Zuber. 

The company has been under the per- 
sonal direction of W. T. Dickerson for 
the last 18 years. 
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As also for 


KIWI DARK TAN 
TAN, LIGHT TAN, BROWN 
OX BLOOD & MAHOGANY 
For Patent Leather and all 
Colours of Glace Kid ask for 
KIWI Transparent (Neutral). 








( 1s ENGLISH.. 
/ts QUALITY. 


ltsKIWI! 


(Res. U. 8. Pat. Of.) 
** How's the Navy, Al?" 
‘*Fine. But my Pacific trip tavglit 
me how lucky we are in the U.S.to 
have so many luxuries at a price 
we can all afford — KIWI for 
instance .”’ 
** KIWI? Oh that’s no luxury, Al 
...it’s becoming the daily habit 
‘shining your own’ with KIWI, I 
sell more every week.” 
** I don't doubt it, but if folk knew 
how hard it is to get a tin of KIWI 
in some parts of the world, they'd 
know how to appreciate their KIWI. 
People overseas certainly go for 
it in a big way !" 
** So do the folks here—I've diffi- 
culty in keeping up with demand 
at my store. KIWI not only pre- 
serves the leather, and helps 
good shoes to last longer, but 
gives a fellow a really swell shine 
as well!”’ 
** Too true, as they say in Australia . 
You can’t beat KIWI!" 


KIWI BLACK 


The ORIGINAL English STAIN Shoe Polish 
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Typical shoe store floor space before 


"Stag Corner’ installation. 
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Note the compactness and efficiency of this "Stag Corner’’ shoe store installation. 
Shelves take shoes on both sides, hold twice the number of pairs shown. 


A separate, complete, men’s shoe department 
in your store—that’s what Etonic—and only 
Etonic — offers you in the new, exclusive, 
“Stag Shoe Corner”! 


Designed as an island fixture, beautifully maple- 
finished, the “Stag Shoe Corner” is a complete 
“one-package” men’s shoe department that 
needs no wall space, and can move right up 
front in your store, just where you want it. 









RAFS ; 
The "Stag Shoe Corner" requires only 26 x 80 


ARE 
NEWS! inches of floor space, blends with your present 
Ee fixtures. Assembly is quick and easy. The 


customers both 
will like RAFS. the 
new fast-selling 
Econic Patter com 
bining Eronic plus-styling 
with Eronic’s big 7 extra- 
fitting features, for better fit, greater 
comfort. ‘No. 3681 shown) 


MAIL THIS COUPON TODAY! 


cost is only $55. You save at least 2/3 on 
shelving alone. And with each initial order 
for a “Stag Shoe Corner”, with fast moving 
Etonic First-in-Fit Shoes, goes a 90-day ex- 


 -alieaiaiaan nati Noctis ct tatcesta hs cated: isaac teats 
a CHARLES A. EATON COMPANY ’ 
> Brockton 64, Mass. s 

. - 
ea Please send me details of the Etonic » 
® “Stag Shoe Corner” and Big 4 Profit & 
© Plan a 
. 4 © 
+ Srore od ae a 
. a 
= Buyer ee -- 
a a 
* Address s 
. 
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y ade OCETONIC! 


ETONIC’S EXCLUSIVE 
“Stag Comer’! 
A COMPLETE MEN’S SHOE 
DEPARTMENT IN ITSELF! 
USES NO WALL SPACE! 
INEXPENSIVE! 


EYE-CATCHING! 
EASY TO INSTALL! 


tended payment plan—another exclusive 
Etonic service to you. 
BACKED BY ETONIC’'S BIG 4 PROFIT PLAN 

The "Stag Shoe Corner” not only brings you the 
extra advantages of Etonic First-in-Fit Shoes. 
It gives you Etonic up-to-the-minute styles, 
in the largest in-stock range of sizes and widths 
available anywhere today. And it lets you share 
in Etonic’s Big 4 Profit Plan, the most out- 
standing dealer-help program ever developed 
by a shoe company! 


The Big 4 Profit Pian sets you up with a minimum 
basic inventory figured on a one-month sup- 
ply. With each pair of shoes is an automatic 
resizing ticket indicating stock number, size 
and width. At the end of each week you simply 
send the tickets to us in self- 
addressed postpaid envelopes. We 
make out the order, send a duplicate 
to you, and the shoes are back in 
your stock within two weeks. There's 
no loss of sales due to missing sizes. 
No order writing, no old-fashioned 
re-sizing and inventory taking. You 
are assured a minimum 4-times-a-year 
turnover, and you know what that 
means in dollar profits! 


Act Now! Mail the coupon today 
for complete details! 


MADE IN THE BOOTSHOP OF CHARLES A. EATON, BROCKTON, MASSACHUSETTS + Fine Bootmakers Since 1876 


116 


Boot and Shoe Recorder 





















"No, thanks! 
I’m wearing PANOLENE SOLES!” 


-_— 











Yes, PANOLENE SOLES will not slip! 
They outwear leather ... break in quicker... 


PANOLENE?’S waterproof and non-marking, too! 
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The High Sign In Official Boy Scout Shoes 


GERBERICH- PAYNE 


MOUNT JOY, 





SHOE CO. 





PENMSYLVANIA 


Offices: New York, Marbridge Buliding, Room 405 - 
siagp very Mobi West 7th Street, Haas — 


In every pair of Gerberich-Payne Official Boy Scout Shoes there is 
a black and white sewn label combining the seal of this great 
organization and the name Gerberich-Payne. It’s the mark of dis- 
tinction for which the Scout looks before he buys his shoes. It tells 
him instantly that they are regulation, that they are made according 
to the rigid specifications set up by the Boy Scouts of America and 


are sold with their approval. 


Gerberich-Payne was selected ten years ago to make Official Boy 
Scout Shoes; and, each year since the Gerberich label has been the 
high sign in Official Boy Scout Shoes. 











